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Yes, it’s going to be a Malt-a-Master year. For here 
is quality at an economical price. Only the Malt-a - 
Master offers the 3 most wanted window features, to- 
day! 





1. Invisible balances with exclusive Malta “take 
out” clip, keep window always in balance, 
yet sash can be easily removed. 


2. Built-in aluminum weatherstrip features ex- 
clusive Malta Foam Rubber seal. 


3. Easy-Out, Easy-In sash can be removed for 
washing or painting in a matter of seconds. 


These features mean big sales for Malta dealers. New 
houses and remodeling jobs will be better built this 
spring and for years to come with the Malt-a-Master 
window unit— Malta’s newest, America’s best. 


The MALT-A-MASTER . . . pre- 

cision milled, chemically treated for 

a lifetime of service. Currently available 

east of the Mississippi. See your Malta job- 
ber now. Literature upon request. 


MANUFACTURING COMPANY 


MALTA, OHIO 


Supreme Quality Since 1901 
7 3 Member Ponderosa Pine Woods ork 
Assn., and N.W.M.A. 
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NPA Relaxes Construction Controls Over Steel and Copper 


“he NPA has advanced the date 
w en the new rules relaxing con- 
tr ls over steel and copper in con- 
st: uction are to take effect. 

‘he time was set originally for 
My 1, ’53; but Revised CMP 
Regulation No. 6, Direction 8 as 
anended December 10, 1952, has 
se’ the date forward to January 1. 
Just a few days, now. 

\luminum didn’t get in on this 
New Year’s party; must wait to 
ge. unlaxed until May Day, as orig- 
in:lly planned. Reason for this 
tardiness is the dry weather in the 
Pacific Northwest and the Tennes- 
sec Valley; something that reduced 
the water in the hydroelectric 
reservoirs to so low a level that 
there wasn’t enough current gener- 
ated to produce the needed and 
expected amount of white metal. 

‘he NPA _ says forty million 
pounds of aluminum production 
were lost each month during the 
power shortage; and that’s a lot 
of this light metal, in any man’s 
language. 

\ good many changes will result 
from these relaxations. Perhaps 
the most important to the light- 
construction industry are the 
amounts of structural steel per- 
mitted, per dwelling unit, for the 
one-through-four family houses; 
and the loosening of the rigid con- 
trols over the construction of rec- 
restional and amusement projects. 


~ 


— 
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Steel for homes 


n those houses built for one, 
two, three or four families, 1,500 
pounds of structural steel may be 
us:d per living unit; in addition to 
th: other controlled materials that 
are now permitted and according 
to Hoyle. As you’ll recall, the pres- 
enly allowed poundage of carbon 
steel and copper vary quite a bit; 
depending upon the kinds of water 
distribution systems and the in- 
St-lled type of heating. In any case 
this 1,500 pounds of structural 
Steel may be added to the present 
CMP allowance. 

Self-authorization will be okay, 
up to the amounts listed in the 
new rules. Also, self-authorization 
will be allowed, again up to the 
quantities specified in the rules, in 
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the building of walk-up and of ele- 
vator apartments. And, beginning 
May first, the increased self-au- 
thorization of aluminum that was 
announced last October will become 
effective. . 

Recreational construction is be- 
ing moved out from under the 
stringent limitations, where it’s 


been roosting for more than two 
years. And specified amounts of 
steel and copper may be self- 
authorized for such projects. These 
dance halls, night clubs, bowling 
alleys, theatres and the like, are 
not clear out from under; since the 
over-all amounts of the specified 
metals are listed in the regulations. 


Housing prospects and controls for 1953 


The Department of Commerce 
and the Bureau of Labor Statistics 
estimate that the money spent next 
year in construction of all kinds 
will be something like thirty-three 
and a half billion dollars. These 
agencies think that more than a 
million residence units will be built 
in ’53; in other words about as 
many as in ’52. The House Bank- 
ing Committee is considering, quite 
informally as yet, the fixing up of 
a housing program bearing the 
approval of the Republican party 
and calling for at least a million 
new houses, annually, for the next 
four years. 

There’s much, and pretty loud, 
disagreement in high places over 
the fate of wage and price controls. 
Sure enough, there are assaults 
upon the stabilization program, 
coming from every direction; and 
there’s quite a lot of conviction 
hereabouts that the _ president’s 
granting the full wage increase of 
the miners marked all controls for 
a bump in the beezer. Some seers, 


in these parts, are saying that 


while most of the control machin- 
ery is still around, although badly 
bashed up, nobody gives it much 
mind. 

But then here comes the A F of 
L, with its eight million members, 
demanding in a terrible voice a 
continued and more effective price 
and wage control law. A few days 
earlier, to be sure, the CIO, with its 
four million members, made it clear 
that if that organization never 
again saw or heard tell of such 
controls it would be soon enough. 

The New York Herald Tribune, 
a powerful and consistent sup- 
porter of the Republican party, 
says glumly that a sudden up- 
ward price spiral might bust Uncle 
with a vast increase in defense 
costs. This New York paper says 
that maybe business men wouldn’t 
know how to make advance plans; 
with a stand-by controls mecha- 
nism hanging around, threatening 
them with a sudden clapping on of 
regulations. 


Rankin committee urges warranty program 


The House Banking Subcommit- 
tee, headed by Representative AlI- 
bert Rains, of Alabama, has spent 
ten months looking into charges 
of poorly constructed housing 
that’s been sold under Federal 
mortgage insurance. 

Recently the subcommittee urged 
Federal legislation to make build- 
ers give a binding one-year guar- 
anty against bad workmanship and 
bad materials. Chairman Rains 
said that while in the main the 
VA, the FHA, the bankers, and the 
builders had come through with a 


satisfactory performance, his group 
had uncovered some bad stuff. 


Howls from builders 


The National Association of 
House Builders at once opposed the 
Rains idea; saying it would be un- 
fair to the vast majority of build- 
ers who do good work, will pro- 
duce much litigation; and would 
issue in less rather that in more 
protection for owners. The NAHB 
suggested a voluntary warranty 
program; one it is recommending 
to its 25,000 builder members. 
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New HHFA head. The behind the scenes maneuvering for a succes- Housing Starts 
so, to Raymond M. Foley has stalled President-elect Eisenhower’s ap- in N ™ 
po itment of this key official. However, it is anticipated that the an- 86,000 In November 


no ncement will come shortly. Eighty-six thousand new dwell- 


ing units were started during No- 
vember, bringing total housing 
starts for the first 11 months of 
1952 to 1,052,400, according to pre- 
liminary estimates of the U. S. La- 
bor Department’s Bureau of Labor 
Statistics. The November estimate 
represented a drop of 15% from 


Air conditioning for homes. Last summer the growing popularity of | October, but was 15% above that 
air conditioning for medium priced homes surprised both builders and for November, 1951. 
menufacturers. Now producers are doubling, tripling production for Although the downturn during 
net year. Manufacturers of insulation say the trend is a blessing for November, 1952, was widespread 
thn because air conditioning requires more of their products. Properly throughout the nation, it was no 
ins lated homes need a smaller air conditioning unit and the equipment more than might be expected for 
is ‘heaper to operate. this time of year, and was influ- 


. , Seacoie : ' : enced partly by sharply decreased 
Spotlight air conditioning. Because of its new popularity air con-  yolyme in the large cities which 


ditioning is the subject for discussion at many trade conventions. The has reported unusually high ac- 
National Association of Home Builders will stress air conditioning at tivity during October. 

“trade secret” panels during their annual 1953 convention. The National . : 

Mineral Wool Association’s principal convention speaker in January will Private housing accounted for 
talc on air conditioning, its future and how the industry will fit in. Pre the entire decline during Novem- 


fal nufact in N ber decided air conditionin ld b ber, dropping 17% from 100,000 
Pa Pie reg a Tee ee ae 7s units in October to 82,000 in No- 


vember. However, private house- 
Dealer sales holding. The NRLDA’s recent survey showed that 50% building was 15% above November | 
of the dealers say their volume in 1952 was equal to or better than 1951 a year ago, and for the first 11 
volume. About 60% said September and October sales were the same or months of 1952 totaled 1,052,400 
hig her than in those months last year. new units. 


Public housing starts more than 
tripled from October to 3,200 units 
during November, but when vol- 
ume for the first 11 months is con- 
sidered, public housing during 1952 


Consider industry leaders. Alan Brockbank, president of the Na- 
tic al Association of Home Builders, is the man most frequently men- 
tic ed for the HHFA spot. Others suggested include: Henry Bubb, former 
pr sident US Savings and Loan League; H. T. Stichman, New York com- 
mi sioner of Housing; Ralph Cake, former Oregon national committee- 
m: 1 and Charles P. Taft, brother of the Senator and recent unsuccessful 
cai didate for Governor of Ohio. 


Home improvement leads. The NRLDA survey also asked retailers 
to report on their business in various classifications. About 54% said 
home building was good; farm construction, 42% good; commercial, 47% 
good. However, 78% of the dealers tagged repair and maintenance as 


god business. was 25% under the 1951 level. 
Better employe relations. Leo E. Hubbard, secretary of the Hayward Because of the somewhat higher 
Lumber & Investment Co., recently described a highly effective program level of private starts this year, 
for promoting improved employe relations at a dealer conference spon- total housebuilding volume for the 


soied by the Southern California Retail Lumber Association. Hubbard has first 11 months of 1952 was 24,400 
pr'pared eight carefully planned letters which are mailed to all their | units above the 1,028,000-unit total 
| em loyes. The letters are informative and contain useful but sometimes begun during the corresponding 
mi understood information about insurance, social security, company 1951 period. 

op: rations, etc. 


Final construction estimates. Both F. W. Dodge and the Department Byjlders Hear 

' of Commerce agree that ’53 construction will be strong throughout the ° 

ne» year. Dodge, however, looks for a 12% drop in new housing starts, Wolcott on Housing 

th government expects a smaller drop. A better indication of how the 


incoming administration feels 
towards housing was revealed in a 
speech by Rep. Wolcott (Mich.) 
before midwestern members of the 
National Assn. of Home Builders 


New housing starts. BLS is forecasting new housing at “more than in Oklahoma City. 
1,.00,000 units,” but Dodge says the figure is closer to 959,000 starts. The NAHB pointed out that as 


: ° . the new chairman of the House 
Public housing ammunition. The NAHB has a limited number of banking and currency committee, 


_ Copies of a 35 mm sound slide film entitled, “Operation Recovery,” which  Wolcott’s views will “carry great 
describes the rehabilitation of nearly 16,000 dwellings of Baltimore slums weight” with all three branches of 
Into livable apartments and homes. Write National Association of Home the government as far as housing 
Builders, 1028 Connecticut Ave., Washington, D. C. legislation is concerned. 


BLS—Commerce forecast. This government source says construc- 
tic. volume in 1953 will be another all-time record of $33.5 billion or 
he rly $1.2 billion above 1952. The only major drop is in private indus- 
tril building, off 25%. Commercial building is expected to increase 25%. 
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The Michigan representative 
stated that there would be “ample 
assistance” on the part of the gov- 
ernment to “effectuate any pro- 
gram which you agree upon.” He 
called for a revamping of FHA 
and the Federal National Mort- 
gage Assn. 

“T think we might well give con- 
sideration to legislating FNMA 
capital as a revolving fund,” he 
said. “In order to effectuate that, 
of course, we have got to make 
FNMA the agency providing a 
satisfactory secondary market for 
home mortgages, and remove the 
possibility that FNMA will again 
become a primary market.” 

Raising of VA interest rates a 
quarter of one percent was also 
suggested by Wolcott. 

“However,” he cautioned, “pol- 
itics has entered the matter, and 
no initiative has been taken to 
raise the rate to at least one-eighth 
of one percent, which would be 
more realistic than four percent. 
In consequence, that program has 
almost completely dried up.” 


Relax Metal 
Curbs Jan. 1 


The national production author- 
ity has relaxed restrictions on the 
use of metals in a wide range of 
construction work, effective Jan. 1. 

Restrictions on steel and copper 
for building homes, schools, and 
hospitals will be eased and for the 
first time since October, 1950, there 
will be no outright ban on metals 
for recreational, entertainment, and 
amusement construction. 

In lifting the ban on metals for 
recreational construction proj- 
ects like baseball parks and night 
clubs—the NPA said that begin- 
ning with the new year builders 
may use up to 5 tons of carbon 
steel, including not more than 
2 tons of structural steel, on each 
project. They also will be per- 
mitted to use 500 pounds of cop- 
per and 300 pounds of aluminum 
per project. The use of foreign 
or second hand steel also is 
authorized. 

The new order increases from 
5 to 25 tons the amount of carbon 
steel which may be used without 
government approval for the con- 
struction of hospitals, schools, pub- 
lic utilities, water and sewage 
projects, hotels, and other works. 

Increased copper usage also is 
permitted. Increased amounts of 
aluminum will not be permitted 
until May 1, however, since the 
metal is still in short supply. 
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House Committee 
Asks Buyer Protection 


A House subcommittee has de- 
manded more protection for home 
purchasers against defective hous- 
ing erected with Federal aid. 

The group held that emergency 
needs are largely met and that the 
emphasis in the Government’s 
housing program should shift from 
speed in output toward improve- 
ment of the product. 

Reporting on a year’s study of 
the operations of the Federal 
Housing administration and the 
Veterans Administration, the sub- 
committee: 


1. Recommended a nine-point 
program for correction of “serious 
deficiencies,” with special emphasis 
on home warranties and bonding 
devices binding contractors to de- 
liver according to plan. 


2. Scored contractors who “hide 
behind dissolved corporations” and 
refuse to return cash deposits, or 
fail to make good on faulty or in- 
completed housing. 


3. Voiced special concern over 
‘ineffective pre-site engineering 
and land planning” creating sanita- 
tion and drainage hazards. 


The subcommittee said a stand- 
ard contract form should be pre- 
pared to contain a warranty by the 
builder that his housing is free of 
major construction defects and con- 
forms with plans and specifications. 








Repeated complaints by home own. 
ers on the score were reported. 
On bonding builders, the sub. }. 
committe said: | 
“The FHA and VA should mike 
a study to determine the feasibi ity 
of a bonding device or esc ow 
device or Government insure ice 
device which will provide pro ec. Ff 
tion to home purchasers agaiast 
defects not corrected by builders 
who have dissolved their corpcra- 
tions or have become insolvent.” 
FHA and VA were advised to 
shut off future insurance commit- 
ments to builders who “hide beh nd F 
dissolved corporations.”’ 




















































































































Builders Publish 
Housing Booklet 


What industry staved off a de-f— 
pression after World War II? Why 
do private builders oppose tax- f 
subsidized socialized housing, and f 
where do they stand on other basic f 
housing issues that face the United 
States today? 

Those and hundreds of other 
vital questions affecting the hous- 
ing standards of all Americans are — 
answered in “Housing U.S.A.’, a 
new booklet just published by the 
National Association of Home 
Builders to tell the story of home 
building and its place in the Amer- 
ican economy. 

The first complete reference man- 
ual of its kind ever prepared, ‘he 
36 page booklet will be distributed 
by local building associations 




































































































































































| Post-War Home % Pre-War Size 
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Average Floor Area in New Homes Built in the 
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Based Upon Data of the F. W. Dodge Corp. for 37 Eastern States 


1952: By The Chicago Tribunc} 
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BUILDING STARTS really don’t tell the complete picture. Today’s small home 
requires less lumber and just about everything else that the dealer sells. "‘he 
above chart also illustrates the huge potential market for home expansion t0 


accommodate America’s growing families. 
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... Says JAY BILES of H. 0. Seifert 
Lumber Co. of Davenport, lowa 


“First of all, we naturally make more money than by 
fillin. openings with window glass. 

“* scond, houses sell faster with 7hermopane* insulating 
glass in every window. Thermopane adds tremendous 
appc il. It’s a ‘name’ brand people want. 

‘ird, with Thermopane, the dealer has the window 
insu! :tion business right from the start—we don’t have 


Shermo 


INSULATING GLASS 


Other L-O-F Products: Plate Glass * Window Glass * Safety Glass 


Tuf-flex* Tempered Plate Glass * Vitrolite* Glass Paneling 
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This model home built by H. O. €] * se ag 
Seiffert Lumber Co. features Ther- | / /, inuhotes windov 
mopane insulating glass throughout. i | SH Bordermenie (mete! 
The window wall is a nine-light Bi \\y pie 
panel window with three ventilat- 2 —~j ).<" > \/- 

ing sections. Other sash are Rock PSs == yy 
Island Millwork casements. 7 a 


“We dealers profit 3 ways 
with Shermopane 


° Ml 
every window 


to compete later for the storm sash business.” 

Mr. Biles bases this statement on Seiffert’s own ex- 
perience. The firm uses 7hermopane in casements and in 
panel windows. It takes advantage of 7 hermopane stand- 
ard sizes to keep costs down, and to reduce inventory. 


Is your sales staff equipped with full in- 
formation on 7 hermopane standard sizes, kinds 
of standard sash for Thermopane units and 
installation methods? If not, call your L‘O-F 
Glass Distributor (listed in the yellow pages 
of phone books in principal cities) or mail 


*® 


the coupon. G 





Booths 
25 and 26 


Libbey-Owens-Ford Glass Company 
5122 Nicholas Building, Toledo 3, Ohio 
Please send me complete information on low-cost windows of Thermopane. 
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throughout the country as a guide- 
post for civic, business, labor and 
farm leaders concerned with the 
problem of how to best provide 
good, comfortable housing. 

In ten chapters, the booklet tells 
the facts that are needed to solve 
many of the complex problems of 
present day housing. 


Sees Expanding 
U. S. Economy 


“Economic changes to stem from 
the sweeping political decision of 
Nov. 4, are apt to come about 
gradually,” Thomas S. Holden, 
president of the F. W. Dodge Corp., 
said in commenting on future con- 
struction trends. “A good part of 
the coming year will be taken up 
in organizing the nation’s new 
management team and in laying 
the groundwork for legislation to 
effect such changes as may be, 
with due deliberation, determined 
upon.” 

Holden went on to say that po- 
tential new customers are being 
added to the market for goods and 
services in the United States at 
the rate of more than 2,400,000 an- 
nually. “Far from being a tax upon 
our economy, our new population 
is a stimulant,” he said. 


In conclusion, Holden predicted 
that for the 37 eastern states a 
total 1953 dollar volume of build- 
ing and engineering contracts 
would be practically equal to that 
of 1952. 


Within that framework, the fol- 
lowing changes in dollar volume, 
as between 1953 and 1952 are 
estimated: non-residential building, 
up 8%; residential building, down 
11%; total building, down 2%; 
public works and utilities, up 8%. 

Holden added that dollar vol- 
ume of private building and en- 
gineering contracts are expected to 
decrease 7%; public building and 
engineering contracts are expected 
to increase by 10%. 


Cortright Resigns 
From NAHB Post 


Frank W. Cortright, executive 
vice president of the National As- 
sociation of Home Builders, has 
announced that he will relinquish 
that position on March 1, 1953, 
and take on a new assignment as 
special consultant to the associ- 
ation. 


NAHB officers accepted Cort- 
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right’s resignation from the Ex- 
ecutive Vice Presidency with re- 
gret and voted him a lifetime 
membership on the Association’s 
Executive Committee, along with 
a three-year contract as NAHB 
special consultant. 


Cortright has been recuperating 
from a serious illness which has 
incapacitated him this year. He 
explained in a letter to NAHB 
president Alan E. Brockbank and 
the NAHB Executive Committee 
that his health made it “unwise 
for me to attempt to continue at 
the same pace as I have during the 
last 11 years.” 


No successor has been chosen as 
yet to replace Cortright as top 
executive officer of the association, 
which represents more than 25,000 
builder-members in 203 local or- 
ganizations throughout the United 
States. 


Brand Names 
Contest for 1952 


Brand Name Retailer - of - the - 
Year entries in this year’s competi- 
tion have passed the 17,000 mark, 
according to a statement made by 
Joseph L. Eckhouse, of Gimbels 
New York, and chairman of the 
Retail Advisory Council of Brand 
Names Foundation. With four 
weeks to go before the January 
19th deadline, Eckhouse predicted 
a 400% increase in entries over 
last year. 


The Foundation’s annual awards 
go to retail firms which have best 
told the “story back of brands’’ to 
their customers in advertising and 
promotion. A total of 110 awards 
will be made this year to firms in 
twenty-two classifications — a 
Brand Name Retailer-of-the-Year 
plaque and four “Certificates of 
Distinction” to winners in each 
category. Winners will be honored 
in New York at the tenth anniver- 
sary Brand Names Dinner, April 
15, at the Waldorf-Astoria Hotel, 
before an audience of 2,500 of the 
nation’s leading business, industry 
and retailing executives. 


To enter, the retailer should de- 
scribe how he promoted and adver- 
tised his branded lines to custom- 
ers during 1952. This may be done 
in one of two ways, either on the 
Foundation’s formal entry form or 
on the retailer’s own letterhead. 
Entry forms may be had by writing 
to the Foundation, 37 West 57th 
St., New York 19, N. Y. 


Convention Dates 


JANUARY 

7-9, Ohio, Cincinnati, Nether!nds 
Plaza Hotel. 

12-14, Kentucky, Louisville, Biown 
Hotel. 


13-15, Northwestern, Minneapolis, Av- 
ditorium. 

18-21, National Association of F ome 
Builders, Chicago, Conrad H ‘ton 
& Congress Hotels. 

20-22, Western Retail, Portland, }\ ult- 
nomah Hotel. 

25-27, W. Virginia, Charleston, D: nie 
Boone Hotel. 

26-29, Northeastern, New York | ity, 
Statler Hotel. 

26-28, National Roofing, Philadelphia, 
Bellevue Stratford Hotel. 

28-30, Southwestern, Kansas City, Mu- 
nicipal Auditorium. 


FEBRUARY 

3-5, Michigan, Grand Rapids, Pan‘ lind 
Hotel. 

4-5, W. Pennsylvania, Pittsburgh, Wm. 
Penn Hotel. 

4-6, Mountain States, Denver, Shirley- 
Savoy Hotel. 

4-6, Middle Atlantic, Atlantic City, 
Chalfonte-Haddon Hall. 

10-12, Illinois, Chicago, Sherman Ho- 
tel. 

17, Northern Indiana, Southern Mich- 
igan, Oliver Hotel, South Bend, Ind. 


1i-1¥, Wisconsin, Milwaukee, Aud 
torium. 
18-20, Virginia, Roanoke, Roanoke 
Hotel. 


25-27, Nebraska, Omaha, City Audi- 
torium. 


MARCH 

3-4, N. Dakota, Fargo, City Audi- 
torium. 

3-5, Indiana, Indianapolis, Murat Tem- 
le. 

57, Intermountain, Salt Lake City, 
Hotel Utah. 

11-12, Mississippi, Jackson, 
berg Hotel. 

11-13, Iowa, Des Moines, Iowa Ex. 
hibitor’s Building. 

17-18, Carolina, Asheville, N. ©, 
Municipal Auditorium, Battery Park 
& Vanderbilt Hotels. 


18-19, Louisiana, New Orleans, .« ung : 


Hotel. 

24-26, Tennessee, Galtenburg, no ex 
hibits. 

25-27, Independent, Minneapolis, %ad- 
isson. 

26-28, N. Jersey, Atlantic City, } otel 
Claridge, no exhibits. 


30-31, April 1, Georgia, Augusta, Bor — 


Air Hotel, no exhibits. 


APRIL 

7-9, S. California, Los Angeles, St itlet 
Hotel. 

8-9, Arkansas, 
Marion. 


Little Rock, .otel 


13-15, N. California, Yosemite Nef 


tional Park, Ahwahee Hotel. 


15-16, S. Dakota, Sioux Falls, oli- 


seum. 


16-18, Florida, Miami Beach, S' ery— 


Frontenac & Monte Carlo Hotels. 
19-21, Texas, Galveston, Muni-:ipal 
Pier. 


c 
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EDITORIA L 
ds 
. Year-End Management Inventory 
\u- 
» 25 Tests of Good Management in the Retailing 
m of Lumber and Building Products 
riel 
In analyzing management proficiency allow up to 4 percentage points to each item: 
ity, Very Good—4; Good—3; Average—2; Below Average—1. 
nla, 
Mu- 
Percentage Pts. 

ind 1. A good grasp of economic conditions and probabilities 
7" 2. A realistic appraisal of sales and profit opportunities 

3. Budgetary control of volume, expenses and profits 
wd 4. A sound purchasing and inventory control program —_——_- 
ity, 5. A thorough understanding of, and accounting of, all costs 
Ho- 6. A good location from sales and service viewpoint (parking) 
- 7. An efficient physical operation—plant, facilities and equipment 
udl- 8. Efficient departmentalization 
10ke 9. An efficient store layout, in merchandising terms 
udi- 10. A comprehensive selling coverage of all consumer markets ——_—_—— 

11. Every employe a sales person, the whole organization a selling organization pees 
udi- 12. Adequate advertising and promotion to support sales goals 
—_ 13. Point-of-purchase selling efficiency—counter, telephone, outside salesmen 
ity, 14. Adequate use of credit—installment selling and collecting efficiency Sinaloa 
- 15. Pricing and mark-ups adequate for budgeted profits eeriecenieeiasiee 

16. Employe relations which increase productivity—including incentive compensation plans 
- 17. Continuous education and training of employes 
a 18. An executive development program preparing tomorrow’s management 
ang 19. Effective teamwork throughout the organization 

20. Enthusiastic cooperation from contractors and other industry factors weceteniaaiahd: 
™ 21. Consumer convenient shopping hours aiiantinitaiang ba 
- ' 22. A reputation for good service, high quality and moderate prices sshceatiniecaldan | 
otel 


23. Favorable attention from that controller of the family pocketbook—the housewife 
Bon 24. Good housekeeping in office, store and plant 


25. Established headquarters for construction industry sales with local people needing 
itler building service coming to the dealer first 


otel 
Total your grade 
Ne- A grade of 60 points is better than average. 


oli- 
erry oS =e Sere Art Hood 


i vipa! 
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OPER ATION: Helpin 
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TRACY and JONES, Hornell, N. Y., 


* “LEAVE A TOY FOR P ne 
: PONSORED BY — SLATION WWHG e BUSINES ° d PROF ESS 1ON 
Ree DEPT © SALVATION. Ap NELFARE DEPT 


es 


Han 


Ww ¥ K@- 


as a public relations project, provided this building for a toy collection center. 


Are You Neglecting Public Relations ? 


Each year more dealers discover 
that public relations projects are 
not only lots of fun but essential to 
today’s business operations. 

In any community people like a 
good neighbor. The retailer, acquir- 
ing a reputation for friendliness and 
cooperation, secures warm goodwill 





WIECKERT LUMBER CO., Neenah, 
Wisc., offers children free sawdust as 
bedding for their pets as just a part 


of their public relations program. 
Marty Kuether, treasurer, Wieckert 
Lumber Co., is shown above with 
young customers, Lanny and Linda 


Smith. The dog is Sarge. 
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Participation in civie activities pays divi- 


dends in community goodwill. Sincerity andf 
imagination is the successful formula in cities both> 


large and small. 


that can never be purchased by con- 
ventional advertising or sales pro- 
motion. 


As a good example consider Tracy 
and Jones Inc., Hornell, N. Y. Last 
Christmas this dealer built a small 
pine bough covered building which 
was used by his community as a col- 
lection center for toys to be given 
to needy children. 


Known as “Operation Helping 
Hand” this project was also spon- 
sored by the local radio station, 
business and prefessional women, 
the Salvation Army, the Hornell 
Fire Department and the County 
Welfare Association. 


When Lou Jones of Tracy and 
Jones was approached for his co- 
operation he gave his enthusiastic 
support. The attractive building 
was erected in Hornell city park, 
near the community Christmas 
tree. Residents of the city com- 
mented that, “‘it was the most beau- 
tiful display we’ve seen in years.” 
The NRLDA recognizing the value 


of the Tracy and Jones project by 


giving them a state award in the 


1952 National Retail Lumber Deal-F 


ers public relations contest. 


Tracy and Jones’ public servicef 
building required a substantial in-f 
vestment but many public relations)” 


ideas are relatively inexpensive. 


The Wieckert Lumber Co., Neenah,> 
Wis., has discovered that free saw-f 
dust given to children for use as 
is extremely> 
worthwhile. Wieckert’s began chef 
policy many years ago establishing 
a pleasant tradition known by g21-f 
erations of Neenah young people > 
The parents, of course, approve of 
Wieckert’s friendly gesture and ‘hep 
goodwill gained is difficult to p:iceh 


bedding for pets 


tag. 


Wieckert’s public relations {Tro 
gram. Scraps of wood are givel 
children for handy carving blo: ks. 
The Boy Scouts receive donations 
of plywood ends for their weod- 
working and craft training clases. 
And when the Scouts built a sum 
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But this is just the beginning off 
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[PAY YOUR POLL TAX 
.LAMO LUMBER Co. 


FOP YOUR CONVENIENCE 


be 


WE WILL BE OPEN 
EVENINGS UNTIL 8 
O'CLOCK 10 ENABLE 
THOSE OF YOU WHO 
WISH TO PAY YOUR 
POLL TAX AT NIGHT 
AND AVOID THE LAST MINUTE RUSH 





In Cooperation With The Mat 3 
t We Will Operate A £ 


BAY CITY 
Telephone 8301 


| Povene aym 




















ALAMO LUMBER CO., Bay City, TEMPLE LUMBER CO., Kerrville, Texas, regularly loans trucks to civic groups 





Tex:s, advertised widely when they as part of their broad public relations program. Temple Lumber received a 
opened a poll tax collection depot in national award in the 1952 NRLDA public relations contest. 

. | their showroom. 
mer camp Wieckert’s gave all nec- that tell the story of lumber. with the Matagorda tax assesor. 
essary windows and doors. When Matagorda county broke Open from 9 a.m. until 8 p.m., 


Wieckeri Lumber believes their all. time records for payments of this public relations project was 
assistance to the manual training poll taxes, the entire community rewarded by a front page story in 
departments of the local high credited Alamo Lumber Co., Bay the local newspaper. The story 
/ school is especially productive. The City, Tex., for substantially aiding quoted the tax collector as saying: 

concern furnishes blueprints, draw- the tax collector. Alamo Lumber “the Alamo Lumber Company has 
) ings, lumber kits and arranges for provided a poll tax payment depot done a remarkable job in aiding 
1V1- appropriate motion picture films in their showroom in cooperation our office.” 
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IT’S GRADE MARKED AND TRADE MARKED! 
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ROSBORO LBR. 
>rvice 
al in- _ “ B-B 
utions 8-8 3B 
nsive. F 
enah, 
. Saw: 
se as 
omely YOU CAN DEPEND ON THIS TRADE MARK WHEN 
" he YOU WANT THE BEST IN WEST COAST WOODS 
shing ee This trade mark on lumber means you sell only the finest 
7 gone in Douglas Fir and West Coast Hemlock. All Rosboro lum- 
eonle. ber is precision manufactured, scientifically kiln dried and 
ve of F accurately graded and loaded. It comes from fine grained, 
1d he soft-textured old-growth timber. 


p:icee 


w vestigate today. Discover why—once a Rosboro eus- 
tomer, always a Rosboro customer — is a fact. 


/ROSBORO LUMBER COMPANY | 
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Here, for the first 
time in the history of the lumber 
industry, is an advertising pro- 
gram that is custom-tailored for 
you—doesn’t demand any of your 
time and is practically guaranteed 
to bring results. This program 
is now being used successfully by 
1,347 lumber dealers like yourself 
from coast to coast... HOME 
Maintenance & Improvement 
magazine. 


HOME Maintenance & Improve- 


350,000 COPIES NOW SELLING FOR 


ment is a big 68 page how-to-do-it 
magazine that we mail four times 
a year to a mailing list of your 
customers and prospective cus- 
tomers. It is packed with ideas on 
how to build, remodel, and repair 
—ideas that bring the reader or 
his neighbor right into your store 
to buy the products HOME mag- 
azine tells about. This is not just 
nickel and dime business, but big 
business like “house jobs,” com- 
plete materials for recreation 
rooms, garages, porches as well 
as big new sales in hardware, 
tools, paints; in fact, HOME sells 
everything you carry. See a copy 


and see what we mean—mail the 
coupon today. 


The readers come to you because 
you send him the magazine. Your 
name is on the cover and there is 
a full page ad devoted to you in- 
side the magazine. The editoria! 
articles and yes, even the adver 
tising tells the reader to come ir 
to see you. HOME is the only 
publication in the lumber industr 
written solely for you, the lumbe: 
dealer, to sell a// the products you 
carry. Write for ycur copy today 


The only cost to you is a service 
charge of 44c per year which is 
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lca wk. per every name 
us to serve. This charge 
on the cost of imprinting 
' cs of HOME with your 
trademark, address and 
e number; the cost of 
address plates for your 
list, the complete han- 
your list and it even in- 
ur paying the postage. 


: New Year right—right 
ail the coupon today 
ce FREE copy of HOME 
plete details on how 
make 1953 your big 
new sales and profits. 
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I am interested in the possibilities of your HOME Maintenance & Improve- 
ment magazine to build my sales and profits for 1953. Without obligation, 
please send me a copy of “HOME” and more details as soon as possible. 


Our ‘Customer-Prospect list is approximately: (Please check closest figure) 
Less than 500 [] 500 (J 1,000 () 5,000 (J) 10,000 [) Over 10,000 [J 


Company........- 
Address.....cccccccscccccces 
Gc icvccvcccsccccceccccesecss SIRs 00000050 cBesseccecscees eves sess 


My Nand... ..cccccccccccsccccoccccccesecccccsss § DitRicccecsceee 


MAIL TO: “HOME” Magazine, Dept. C-1 
139 N. Clark Street, Chicago 2, Illinois 











Mr. Arthur A. Hood, Editor 
American Lumberman & Building 
Products Merchandiser 

139 N. Clark Street 

Chicago 2, Illinois 


Dear Mr. Hood: 


NATIONAL ASSOCIATION OF HOME BUILDERS 
SUITE 1116, 1028 CONNECTICUT AVENUE, N. W. 


WASHINGTON 6,0.C 


ALAN E. BROCKBANK 
PRESIDENT 
426 EAST 2"° STREET, SOUTH 
SALT LAKE CITY, UTAH 


Qver the years we have noted with much interest the fine job the 
American Lumberman does in reporting the news about NAHB's An- 


nual Convention and Exposition. 


At our 1953 meeting, to be held in Chicago January 18-22, the 
Exposition of building materials and home equipment will be by 
far the largest ever held - nearly 250 leading manufacturers 


will be represented. 


And most of our Convention program has 


been built around discussions and demonstrations of mutual 
interest to builders and suppliers. 


I can't think of a better way to keep accurately informed about 
the latest developments in all phases of home building than 


by attending NAHB's Convention and Exposition. 


Apparently your 


readers think so, too, for advance registrations indicate we can 
look forward to seeing an even rreater number of our friends 


next month in Chicago. 


Cordially yours, 


Alan Prockbank 
President 





Plan Record-Breaking NAHB 


Convention 


Home builders program in Chicago, Jan. 18- 
22, lists many features of special interest to retail 
building materials dealers. 


A dramatic demonstration of 
housing progress at work is in 
store for the nation’s home build- 
ers judging from the program 
scheduled or the annual conven- 
tion and exposition of the National 
Association of Home Builders to be 
held in Chicago, Jan. 18-22. 

Among the many down-to-earth 
events designed to help builders go 
back home and do a better job will 
be a series of “how to do it” pres- 
entations developed through 
NAHB’s famous Operation Trade 
Secrets program. 

Convention chairman Joseph 


24 


Haverstick has announced the fol- 
lowing subjects of particular inter- 
est to the retail dealer: ‘“‘How to 
Build Roof Trusses” (Timber Engi- 
neering Co.); “How Lumber is 
Graded and How to Use a Moisture 
Meter” (National Lumber Manu- 
facturers Association); ‘“‘How to 
Use Lumber” (Forest Products 
Laboratory); “How to Get Good 
Masonry” (Structural Clay Prod- 
ucts Institute) ; “How to Apply and 
Tape Dry Wall Construction” 
(Gypsum Association); “How to 
Apply Insulating Board Sheathing” 
(Insulating Board Institute) and 





ALAN E. BROCKBANK, president Na- 
tional Association of Home Builders. 





NEWEST PRODUCTS on the market 
will be displayed by some 250 major 
manufacturers in 400 exhibit spaces. 
Scores of specialty items will be ex 
hibited in addition to lumber and mill: 
work products, paints, power tools, 
electrical fixtures, board products ind 
other building materials. 
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DEALERS AND MANUFACTURERS’ REPRESENTATIVES talk over the latest 
de\elopments in wall coverings and engineered wood trusses. 


“How to Get Good Concrete” (Port- 
land Cement Association). 

Vith emphasis on the latest tech- 
nical developments in home build- 
ing, a corps of business, industrial 
ani housing research experts will 
cover in detail virtually every sub- 
ject of current interest to builders. 
Concurrently, leading manufactur- 
ers will treat the industry-wide 
gaihering to the largest display of 
building materials and home equip- 
ment ever presented. 


25 Major Exhibits 

Products ranging from the forms 
for the foundation to the raincap 
on the chimney — and everything 
els? in between—will be unveiled 
at the exposition opening Sunday, 
Ja. 18 in the Conrad Hilton Hotel. 
Co i1vention-exposition director Paul 
S. Van Auken reports that some 
25° major manufacturers have 
ta:en space in the gigantic show 
w! ch will fill 400 exhibit spaces in 
th main exhibition hall, mezza- 
ni: ec, third floor and sixth floor of 
th world’s largest hotel. 

m display will be lumber and 
miiwork items; metal products, 
pa ats, hardware, major appliances, 
pl: mbing, heating and air condi- 
ticaing equipment; power tools, 
el strical fixtures, glass, flooring, 
roofing, insulation, tile, siding, 
boird products and scores of spe- 
cic ity items. 

.ccording to Van Auken, many 
exibitors plan to introduce new 
an 1 improved products at the show. 
M»nufacturers will send over 2,000 
pe*sonnel to Chicago to show, ex- 
plein and demonstrate their prod- 
uc's to the builders. Several thou- 
sand building material dealers will 
also visit the displays to see what 
is new, get firsthand information 
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from suppliers and firm up their 
1953 sales programs. 

Highlighting the technical side 
of the convention program will be 
a major presentation on residential 
air conditioning staged by the Air 
Conditioning and Refrigerating Ma- 
chinery Association. In further re- 
sponse to the tremendous interest 
in this new field, a special air con- 
ditioning clinic is also scheduled so 
builders themselves can discuss the 
subject in detail. In addition, there 
will be 12 displays of air condi- 
tioning equipment in the exposi- 
tion. 


Trade Secrets Demonstrated 


At another session builders will 
see a scale model house in which 
the various trade secrets ideas 
have been incorporated. A panel of 
experts will discuss the numerous 
cost and quality features involved. 

Feature presentations on the 
most efficient use of gas and elec- 
tricity in today’s homes will be 
made on Jan. 20-21, respectively. 
Each will be staged three times to 
accommodate the large number of 
delegates expected to attend. These 
informative sessions will cover the 
planning, layout and installation of 
equipment as well as the use of 
these features as sales tools. They 
will be staged by the American Gas 
Association and the Edison Electric 
Institute. 

Outstanding builders, govern- 
ment leaders and economic authori- 
ties will participate in a panel dis- 
cussion of the principal problems 
to be faced by the industry in 1953. 
Other panel discussions will be de- 
voted to improved house design, 
land planning, merchandising, pub- 
lic relations, public housing and 
urban rehabilitation. 








The ever popular “shop talk” 
sessions and clinics will cover a 
wide range of business and techni- 
cal topics including: tax savings 
and tax planning for both large 


and small builders; 
housing, slum clearance; selling 
methods; processing applications 
for financing; FHA-VA questions 
and answers; and defense housing. 
Another clinic will be devoted to 
the increasingly important subject 
of remodeling. Representatives of 
the National Paint and Varnish As- 
sociation and the Forest Products 
Laboratory will participate in a 
special clinic on paint problems 
and answers. 


cooperative 


Top-Notch Speakers 


Frank W. Cortright, NAHB’s 
executive vice president, has an- 
nounced that among the featured 
convention speakers will be 
Nathaniel Owings of Skidmore, Ow- 
ings and Merrill; Joseph Keenan 
of the American Federation of La- 
bor; Dr. Alan Stockdale of the Na- 
tional Association of Manufactur- 
ers; Brown Whatley, president of 
the Mortgage Bankers Association 
and Clarence Manion, dean emeri- 
tus of the School of Law of the 
University of Notre Dame. Scores 
of other business, government and 
educational leaders and leading 
builders, architects, suppliers and 
building research authorities will 
participate in the sessions. 

This diversified array of conven- 
tion activities is expected to attract 
a record breaking turnout to Chi- 
cago for the five-day meeting. With 
advance registrations running far 
ahead of the 1952 show, conven- 
tion leaders predict attendance of 
around 18,000 home builders, archi- 

(continued on page 62) 
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How Retail Lumber Prices Climbed from 1914 to 1952 


Average retail cost of lumber 
(12,855 feet) and shingles (10 
squares) for a small house. Num- 
bers on bottom of chart represent 
hundreds of dollars. Not shown 


is the dip in prices in 1949. Decline 
was brought to sudden halt by Ko- 
rean conflict. Data supplied by the 
Cleveland Lumber Institute. 





Sponsors Youth Activitie: 


A four-year-old lumber firm fir ds 
it pays to sponsor civic youth pr j- 
ects. Harry Carli and his thee 
brothers—Ernest, Victor and l- 
fred, owners and operators of he 
Carli Lumber Company, Sebri .g, 
Ohio, are all actively engaged in 
youth activities in their city. 

The Carli firm has sponsored a 
boys’ baseball team for the pi st 
three years. Harry, part organizer 
of the Little Hot Stove League 
acts as umpire at all games. Pre:i- 
dent of both his firm and the Bu .i- 
ness Men’s Association, Harry was 
recently elected president of tne 
Sebring Hot Stove League. In 
recognition of his interest and 
work in youth activities, Harry 
was recently voted by his city as 
outstanding man of the year. 

Harry’s brother, Victor, manages 
the company baseball team; Ernest 
aids the high school football team; 
and Alfred provides moral support 
for all activities and drives the 
company truck in all parades when 
Boy or Girl Scouts need transpor- 
tation. -All four brothers who 
thoroughly enjoy their youth ac- 
tivities, say their sponsorship is 
also “good business.” 











CONVEY IT... 


FOR FASTER LOWER COST HANDLING 
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Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 
No. AL-122. 


STANDARD CONVEYOR CO. 
General Offices: 
North St. Paul, Minnesota 
Sales and Service in 
Principal Cities 





RAVITY & POWER 
CONVEYORS 
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MIXED CARS 
A SPECIALTY. 
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Solit-Second 
Credit Control 





1. A. J. EVANS 


cident, Dixie Lumber Co., Inc., 
« Orleans, La. 
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A CUSTOMER’S CREDIT LIMIT is being checked on rotary file by an employe 


of the Dixie Lumber Co. 


Louisiana dealer explains how his outstand- 
ing accounts were reduced 20-33% in one year. 


Outstanding accounts receiv- 
able at month-end have been re- 
duced from 20% to 33% during 
the past year, depending on sea- 
sonal variation, without any ad- 
verse effect on either our total vol- 
ume of business or gross profit. 

This favorable condition has 
been accomplished solely by in- 
creased watchfulness on credit. 
And this, in turn, is made possible 
by a completely new type of con- 
trol system'which we have devel- 
oped. 

The situation which made the 
control necessary is undoubtedly 
not peculiar to our business alone. 
We are importers of mahogany 
and leading distributors of lum- 
ber, plywood and building mate- 
rials in the Gulf states. In past 
years executive control of credits, 


relying frequently on mental rec- 
ollection of the account, had been 
satisfactory. 

But with the tempo of current 
business, a number of factors were 
making former controls ineffec- 
tive. Increasing tax burdens and 
inflation in effect decreased our 
working capital and that of our 
customers. The firm with an out- 
standing past-due balance might 
take its business elsewhere, even 
on a cash basis, rather than talk 
with us about credit. 

Back-orders caused by material 
shortages and shipping delays, 
orders which had originally been 
approved for credit, might go out 
to an account on which the credit 
position had materially changed. 
Or again, a customer’s order 
might bring his account balance 
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panels for garages 
are standard with us" 


says a typical builder 


“When we put in a panel of Insulux 
Glass Block®, we know it will give 
a lifetime of trouble-free service. We 
know the garage will be lighter and 
more private . . . that outsiders can 
never tell what’s stored inside.” 


Light and privacy are only two of 
the many advantages of glass block. 
A panel can’t rust or rot; never needs 
reputtying or repainting. Insulux 
panels are sound, weathertight, in- 
sulating; make a difficult entry for 
thieves. 


Supplies of Insulux Glass Block 
and all of the installation materials 
needed are non-critical and immedi- 
ately available in quantity. Installation 
is simple and quick—in new con- 
struction or old—requires only ordi- 
nary mason’s tools. 


Get the details about this use of In- 
sulux Glass Block. Just write: Insulux 
Glass Block Division, Kimble Glass 
Company, Dept. AL12, Box 1035, 
Toledo 1, Ohio. 


KIMBLE GLASS 
COMPANY 


Subsidiary of Owens-Illinois Glass Company 
Toledo 1, Ohio 





a 
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over the credit limit we had set. 
There should certainly be a dif- 
ferent method of handling an ex- 
tremely active account than one 
whose balance is 60 or 90 days old. 


To cope with these and other 
conditions, it was only necessary 
for us to be aware of four indi- 
vidual factors: 


1. The total debit to the ac- 
count at the beginning of 
this month. 

2. Cash payments received, this 
month. 

3. Orders passed for 
this month. 


credit, 


4. The month of the custom- 
er’s last purchase. 


In our business, as in any other, 
all this data can be found in the 
ledgers. But personnel shortages, 
work loads, absence due to sick- 
ness, and similar factors make it 
almost impossible for ledgers to 
be up to the minute. It may some- 
times be days before a transaction 
is posted, particularly in the case 
of back orders and shipping de- 
lays. 

What we had to have was a 
visual control, separate from the 
ledgers, with absolutely current 
information. There was no exist- 
ing system that could give us four 
facts simultaneously with adjust- 
able visible signals. 


Our problem was finally solved 
by assigning two visible-tipped 
pockets to each account. With two 
adjustable colored signals in each 
visible edge, we had the four con- 
trol indications we wanted. 

The upper pocket (in which no 
cards are kept) has the “Opening 
Balance” and “Cash Received” 
scales. The lower pocket (con- 
taining the basic credit data card) 
has the Month and “Orders 
Passed” scales on its visible edge. 

At the beginning of each month, 
the upper left colored signal is 
set to indicate the debit balance 
of the account (approximated to 
the nearest hundred dollars). 


As checks are received each day, 
the very first action of the ac- 
counting department is to send a 
list to the credit department. The 
amounts indicated are immediate- 
ly transferred to the upper right 
Graph-A-Matic scale. In less than 
30 minutes after the check has 
come into the office, its amount is 
indicated on the visible edge of 
the credit Kardex. 

Orders passed for credit are in- 
dicated by the amount on the 
lower right side of the visible mar- 
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gin. If the total of 
Passed” plus “Opening Balan:e” 


minus “Cash Received” is within P 


the credit limit indicated on :he 


card, approval is automatic. Nof 


merchandise leaves the shipp ng 


room without a credit departm :nt f 


rubber stamp on the order. 


At the same time as the “Ordars 


Passed” indicator is reset, he 
“Month of Last Purchase” sig al 
is adjusted if necessary. This is 
the lower left visible scale. 

At the end of the month, a new 
cycle is begun by resett ng 
“Orders Passed” and “Cash ie 


ceived” signals to zero, and id-f 


justing the “Opening Balan:e” 
signal in accordance with these. 
The new “Opening Balance’’ ig- 


ures are manually checked against F 


our regular month-end aging re- 
port. 

Thus we have overcome the iag 
in posting and invoicing. We can 
see account activity at a glance 
and know, for example, that an ac- 
count which may always have a 
month-end balance of about $3,(00 
is actually turning over that much 
material 
month. 

We have taken the guesswork 
out of credit extension, and earned 
the cooperation of our customers 
through their recognition of our 
alertness. Since it is only human 
nature to first pay the creditor 
who asks for his money, we have 
simply put Dixie Lumber Company 


in that position, and have achieved F 


“Orcers F 








in the course of thef 


the 20% to 33% reduction in out- 


standing accounts receivable by j 


“asking” promptly. 


The visible record equipment f 


described is maintained on a ro- 


tary desk stand, which keeps some ’ 
800 active accounts visually avail-f 


able in a few seconds. To main- 


tain the system, approve crecits 
and avoid delinquencies, we adiled 


a credit manager, 


William RFE 


Blackwell, to our staff. No ot er ; 


personnel has been necessary. 


The signal record, naturally isf | 


maintained only on active ac 
counts. 


As panels become crowded, lc 1- 
inactive accounts are removec t0 
a vertical file. 


Besides the direct credit | en- 
efits, we gain a sales advantige 
from this visible system. A re} ort 


is sent to the sales departn ent} 


each month indicating inac‘ive 
customers by month of last >ul 
chase, providing a basis for s :les 
follow-up. 


Single purchasers «nif - 
C.0O.D. customers are not lisied & 
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E9745 Actual Size 
only 50¢ RETAIL 


4 OU TRY ONE FREE, TOO! See for yourself DEPT. AL-12, ROCKFORD, ILLINOIS 


how this door catch saves your customers time and 





el eth 
sida 


will see this special offer 
in February issues of 
Practical Builder and Amer- 
ican Builder. Be sure you 
have ample stocks and 
good displays. Order now 
from your Amerock jobber. 





Emoney when installed on closet doors, screen and aoe 


Storm doors, and extra-large cabinet:doors. Address 
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AMERICAN CABINET HARDWARE CORP. | 
| 
I'd like to see and try your No. E9745 Rubber Roller Door Catch. 
| 
| 
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All About 7 Amazing New Nails 


which refute the idea that a joint is always the weakest 
part of a structure. A research expert who lives, 
breathes—and almost eats nails—tells why you should 
recommend certain ones for certain jobs. 


By E. GEORGE STERN 


Research Professor of Wood Construction, 
Virginia Polytechnic Institute 


The holding power of a nail 
is influenced by its shape, size, 
head, shank, point, metal, treat- 
ment, and finish—and the ma- 
terial into which it is driven. 
Of these the head and shank 
are the most important. Best re- 
sults are obtained in a design 
that strives for balance between 
parts—similar to that of glued 
construction. 


Recent design improvements 
of the shank include cement- 
coating, etching, barbing, taper- 
ing, and twisting, but more sig- 
nificant than these is threading. 
Entire industries are now de- 
pending on mass - produced 
threaded-shank nails. They im- 
part maximum strength to a 
structure, whereas before—with 
plain shank nails—the joint was 
weaker than its members. 


Considerable research has 
gone into the development of the 
threaded-shank nail. Shape, size, 
angle, number, and arrangement 
of threads were all carefully 
studied and tested, with the re- 
sult that manufacturers adopted 
not one but several different de- 
signs. 


Effectiveness of Nail types 


1. Cement-coated nails have 
a resinous coating which is melt- 
ed by the frictional heat pro- 
duced when the nail is driven 
into wood. This melted resin 
provides a bond between the nail 
shank and the surrounding wood 
fibers. It increases the nail-with- 
drawal resistance immediately 
after driving, especially with 
light woods, but practically no 
advantage is gained over non- 
coated nails in heavier woods. 
Any initial increase in with- 
drawal resistance may also dis- 
appear in time, particularly if 
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the nail is driven into green or 
partially air-dried wood. 


2. Etched nails have a rough, 
chemically-etched surface, sim- 
ilar to cleaned rusted nails. Al- 
though this increases nail with- 
drawal resistance to some ex- 
tent, often a plastic film is 
formed along the shank of the 
nail—caused by decomposition 
of wood fibers in contact with 
the nail. This film may even be- 
come a lubricating agent, so that 
under certain conditions all me- 
chanical advantage gained by 
cement coating or etching is 
soon lost. , 


3. Barbed nails have long 
been thought superior in hold- 
ing power to plain-shank nails. 
But comparative laboratory data 
indicate that this is true only 
under certain conditions. The 
shallow indentations along the 
shank provide a surface rough- 
ness which actually decreases 
the tightness of the contact with 
wood fibers. Barbing is most 
effective when only limited mois- 
ture changes occur in the wood. 


4. Tapered nails are cut nails 
of rectangular cross-section. Un- 
til the production of wire nails, 
they provided the mass of nails. 
Today, cut nails are used main- 
ly for flooring, but even here 
they are gradually being re- 
placed by the more economical 
and more effective hardened 
wire nails with twisted or hel- 
ically-threaded shanks. 


5. Twisted nails also have an 
originally square cross-section, 
but are then twisted to provide 
grooves along the shank. The 
shank is twisted from head to 
point, the groove is a simple 
groove, and the size and shape 
of the head are influenced by 
the limitations of twisted square 
wire. 


6. Threaded-shank nails have 
comparatively deep, fully an- 
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FIG. 1 THREE TYPES of threaced | 


shank nails: left, helical (long lead); 
center, annular; and right, helical 
(short lead). The threaded nail is 
generally considered superior in 


holding power to the plain shank f§ 


nail and is much easier to drive than 
a screw. 

















FIG. 2 FOUR TYPES OF FLOORINGE 
plain shaaok,§ 
helical threaded, and two cut floor:0g F 
nails, tapered and straight shank. ’ ‘be 
helical flooring nail is also good fore 
has 3.8 times grecterf 
initial holding power than the p ail ; 


NAILS, left to right: 


sub-flooring, 


shank nail. 


nular or helical threads alcngp 
the nail shank, into which hep 
wood fibers are forced. Th seh 
nails provide strong frictio1alf 
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Sou'll Sell More 


€ caléty Sink Top Installations 


anew Hen FEATURE... 





109% SANITARY -EASILY INSTALLED 
100% WATERTIGHT - COMPLETELY 
SELF-SEALING 


Vie World's gine ** 










* 

F exenctne by @ 

Good Housekeeping 
* 


. 
$245 aovranisto YS 


You sell more because you have more to offer. Your cus- 
tomers will appreciate HUDEE'S watertight and sanitary 
f- atures and you can confidently guarantee a perfect 
s ik-top installation every time. Use HUDEE features as 
c leader in your sales of sink cabinets, sink tops and com- 
F 


ste kitchen remodeling jobs and profit "ALL-WAYS." 


C: ss-section shows how the sink top 
co ering, sink frame, and sink bowl 
cr. efficiently combined to make a 
se!'-sealing unit. Interlocking lug and 
fro ne serve as sink hanger. Tighten- 
inc screw forces bowl securely under 
th: inside flange of frame and pulls 


PAT. 2,440,741 =| 


o. cide flange tightly over the sink i 
tor covering. 





DISTRIBUTORS IN ALL TRADING AREAS 


© complete details see Sweets Architectural File, No. 24b-SE 
or write today to 


Wihi, ESekh ach Cer 


MANUFACTURERS AND DISTRIBUTORS 
225 WEST HUBBARD ST. ° CHICAGO 10, ILLINOIS 
IN CANADA— WALTER E. SELCK AND CO. LTD. — TORONTO 
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@ A TERRIFIC SELLER! Because you 
have a_ powerful sales story 
plus a very attractive door, 
complete with matching hard- 
ware—all PRICED RIGHT... 
backed by national consumer 
advertising. 

@NO WARP... NO SAG. 
NO CLATTER! Patented construc- 
tion features provide superior 
strength with the light weight 
of aluminum and the fine insu- 
lating quality of wood. 

@STANDARD SIZES WILL FILL 











95% OF YOUR ORDERS. A re- ; = 
markable advantage . . . each 





Compo Door is specially con- 
structed to permit adjustment on 
all four sides. 

@ SELF-INSTALLATION SALES AS- 
SURED! Unique patented adjust- 
ments permit easy installation 
by the home owner himself. 

@ WRITTEN FACTORY GUARAN- 
TEE! Your assurance and your 
customers’ assurance of the very 
finest aluminum combination 
door. 


See our 1953 line... = 
ALUMINUM COMBINATION = 
Storm and Screen Doors! 


e the magnificent “CHALLENGER” 
e the incomparable “CREST” 
e the eye-arresting “CHAMPION” 


FOR MORE PROFITS. . . Get the facts now 
on the complete line of oa seen aad 
custom-made ¢ 
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FIG. 3 RACKING TEST OF HOUSE FRAME built of green lumber (top) shows 


how base plate breaks at anchor bolt before annular threaded nails give way. 
Bottom view is of same test, except for use of plain shank nails, showing 


how studding pulls loose. 


and shear resistance to with- 
drawal. If their shank threads 
are properly designed, the can- 
tilevering wood fibers slide over 
annular thread crests (Fig. 1, 
center) into the space between 
the crests, where they hold the 
nail firmly. Thus, only if force- 
fully damaged or decayed, can 
the wood fibers give way to the 
firmly embedded thread crests. 
A helically-threaded nail shank 
with a long-lead, or large helix 
angle (Fig. 1, left) actually 
turns like a screw while being 
driven. 


A relatively new thread de- 
sign of this type has short-lead, 
helical thread roots opposite the 
thread crests (Fig. 1, right). 
This results in a uniform cross- 
sectional shank area and pro- 
vides minimum cross - sectional 
stress variation. Because of the 
small helix angle, this nail at- 
tains its withdrawal resistance 
in the same manner as does the 
annularly-threaded type. 

7. Tapered threaded - shank 
nails, a more recent development, 
have even greater frictional re- 
sistance to withdrawal than do 
cylindrically - threaded shank 
nails. Though in use for both 
annularly and _ helically-thread- 
ed nails, the taper thread is still 
a production problem for some 
manufacturers. 
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How Clearance Affects Grip 


Contrary to what you might 
expect, the shank of a nail does 
not have to be entirely threaded 
to be effective. In fact a section 
immediately beneath the head 
is purposely left unthreaded. 
Where two wood members are to 
be nailed together, it is of no 
advantage to have threads hold- 
ing the top member. In fact, a 
threaded shank nail with proper 
clearance holds two pieces tight- 
er than the same nail consisting 
of all threads and no clearance. 
This is particularly the case for 
the long-lead helically threaded 
nail. If no threads engage the 
wood fibers of the top piece, the 
nail is free to rotate in the wood 
and pull the two pieces more 
tightly together. This is the type 
of nail to use, for example, when 
nailing flooring strips to sub- 
flooring. 


Where to Use Threaded- 
Shank Nails 


1. Framing. Weak wood spe- 
cies may be up-graded by using 
threaded - shank nails. Assem- 
blies generally are only as strong 
as their joints, and threaded- 
shank nails considerably im- 
prove joint strength. Un- 
sheathed house frames were 
found to be 4.6 to 5.7 times as 
strong if assembled with an- 
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nularly threaded nails than w th 
plain-shank nails. 

2. Culverts, bridges, wharv:s, 
docks, piers, boardwalks expo: ed 
to continuous and extremef 
changes in moisture content. 

3. Bridge planking. | 

4. Fencing. L-shaped, thre: d- 
ed-shank fence staples genera ly 
provide greater holding pow:2r 
than do ordinary U-shaped fen :e 
staples. 


5. Flooring. Although t.e 
initial holding power of tie 
helically threaded flooring nail, 
shown in Fig. 2, was found ‘0 
be 3.8 times greater than that fF 
of same-size flooring brads, éc- f 
celerated service tests rangiig 
over a one-year period indicate 
that the withdrawal resistance 
of the helically-threaded floocr- 
ing nail increased 70 percent 
during that period. 

6. Bowling alleys. The use of 
hickory for flooring purposes 
would be unthinkable without 
laying it with heat-treated floor- 
ing nails. 

7. Linoleum underlay. Plain- 
shank nails often show through 
linoleum after several months, f 
while threaded-shank nails re- f 
main tight in sub-flooring, do 
not mar the linoleum. 


8. Gutters. Plain-shank gut- 
ter spikes often can be pulled 
out of the lumber after a number 
of years, but the threaded-shank fF 
type holds gutters even when f 
roofers and other service men f— 
use them as footholds. 


9. Wood shingles and siding. ¥ 
One-month air drying of green fF 
southern pine to which wood > 
shingles and siding were fast- > 
ened with non-coated and ce- > 
ment -coated, bright - finished, F 
dull-finished, etched, and plain- 
shank aluminum nails, resulted F 
in average reductions in nal-f 
holding power from 61 to 74°... F 
A two-month delay resulted nf 
reductions of 75 to 85%. On tiie F 
other hand, properly threaded, — 
etched aluminum nails, with 2.55 
times greater initial withdrawal f 
resistance than the same-sie 
bright-finished plain-shank nai s, 
decreased their initial holding 
power only 23, 16, 14, 11, and 
6% respectively, during a 1, 3, 5, F 
12, and 26-week period. 

Thus, the use of improved nals 
of the threaded-shank type csn 
be a considerable asset in buil1- 
ing construction and are to 2e¢ 
recommended whenever there is 
an opportunity to use them. 
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For Better Value, Feature 
GABRIEL 
BASEMENT WINDOWS 


The quality and convenience of Gabriel Basement 
Windows, their easy operation, their top and bottom 
opening fectures and exclusive side-arm locking detail 
assure satisfied customers and greater profits for you. 
Available in 2-light sash of modular dimension. 


National Sales Representatives: HARRIS, Inc. 
200 E. Long St., Columbus 15, Ohio 
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Facilities to Serve You 


DRY KILNS—20 Tracks of Latest Moore De- 
sign. Capacity 1 million feet per 
charge. 


DRY SHEDS—Ample Storage Adjacent to Car- 
line Means Dry Lumber for you. 


DRY LOADING DOCK—Can Load 19 Cars 
Under Roof. Assures you quick 
Shipment Regardless of Weather. 


THERE IS NEVER A LET DOWN 
IN OUR QUALITY- 
PRECISION MANUFACTURE 





The Ralph lL. 


SMITH 


Lumber Company 


Mills at Anderson & Canby, Californio 
Sales Office: Anderson, California 
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PROFIT 


FROM 
ROLLING DOOR 
HARDWARE, WITH 





AND THE NATION’S 
NO.1 SELLING AID! 


The No. 600 
Demonstrator 
Is A Complete 
Department 
That Displays, 


Stocks, And Sells 
Residential 
Rolling Door 
Hardware 


FOR FURTHER INFORMATION, SEE 
YOUR JOBBER OR WRITE TO: 


WASHINGTON STEEL PRODUCTS, INC. 


1940 East 11th Street, Tacoma 2, Washington 
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Here are summaries of two addi- 
tional talks given last month at the 
management clinic, sponsored by the 
Tennessee Building Material Associa- 
tion in Knoxville. You will find fur- 
ther important talks reported in the 
Dec. 15 issue of AL& BPM. 





E. O. DILLE, Department of Marketing, 
University of Tennessee 


You run for 
office every day. 
E ach customer 
entering your 
store casts a 
vote for your 
continuous suc- 
cess or failure. 
He is taught to 


demand and ex- — be all 
” now salesman- 
pect prompt, ship... we don’t 


courteous serv- 
ice by a_busi- 
ness-like person in an atmosphere 
that is pleasing. 

Almost all sales are the result 
of a problem. Sometimes, not 
always, the customer recognizes the 
problem. Suggestive selling is one 
means of offering a complete solu- 
tion. A nice, attractive display is 
never too busy to suggest. 

You, as owners, should learn to 


practice it. 





Dealer-Management Talks Summarized 


Here’s a program that will help make 
money for your salesmen and your company. 





Elements of a Sale Defined 


practice salesmanship—you should 
give more than lip service to it, It 
is part of a salesman’s job to fit 
these four parts of a sale together: 

1. The customer 

2. The atmosphere of the store 

or shop 

3. The merchandise and services 

4. You, your employe and sales- 

man 

You and I buy in terms of our 
own advantage. Know your mer- 
chandise, not only in terms of the 
merchandise itself, but in terms of 
the customer’s interest. 

A salesman should know what 
you have in stock, its size and 
price and justify it to the customer 
on credit or cash terms, building a 
wall of value around the price so 
strong that the price factor isn’t 
there. It takes salesmanship to 
create a value. 


Planning Your Salesman’s Time 


LEE BARTHOLOMEW, Vice-president, Sales, 
Southern States Iron Roofing Co. 


BARTHOLO- 
MEW: A _sales- 
man should have 
a definite goal. 





A salesman without a plan is like 
a ship without a rudder—he has no 
direction. He just drifts with the 
wind and tides, jumping back and 
forth from one side of town to an- 
other or from one part of the terri- 
tory to another as his fancy suits him. 
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That’s a costly way to get sales and 
you will never get the sales volume 
you want. 


Your attention should be directed 
first to the most important calls your 
salesman should make in his terri- 
tory. Who are they? Take a pencil 
and paper and make a list of them. 


Heading the list will be the people 
who are now buying from you. The 
best place for increased sales is among 
the accounts who have tried your 
products and services and are familiar 
with them. Don’t take them for 
granted. They are your competitor’s 
best prospects. Place them at the top 
of your list. 
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Then look at the contractors. L st 
every contractor in your trading arca, 
From that list select the most des r- 
able accounts you would like for your 
salesman to bring in. 


Next, large industrial firms — te 
manufacturers and other large firms 
that are constantly using building 
materials for the maintenance of their 
buildings, as well as plywood and 
various items for packing and ship- 
ping. How many of these accounts 
do you have? List them. 

There’s the downtown trade—the 
stores, sign shops, movie theaters, 
and all those people who are using 
wallboard and materials of that kind 
for displays they build in their own 
stores. List those accounts. 

To do the right kind of creative 
selling in your market, you should 
call on the architects. On your shelves 
are many items of interest to archi- 
tects. Someone has to get to the ar- 
chitect and show him that those things 
are available in his area. The manu- 
facturers’ and distributors’ salesmen 
are doing part of the job, but your 
own salesman can do a better job for 
your particular store. List all the ar- 
chitects in your area. 

Go back and study the building per- 
mits of the past 30, 60 or 90 days. 
Analyze them carefully. They are a 
gold mine of sales leads. What <o 
you want your salesman to do about 
them? Do you want him to call on 
the home owner or architect to pro- 
mote specific items you carry or «o 
you want him to follow up the cor- 
tractor? From that study of building 
permits determine the kind of woik 
you want your salesman to do about 
the new construction and repair aid 
remodeling going on in your city. 

Now, at the end of this analysis f 
your market you may have 100 or 20 
accounts you feel the salesman shou d 
call on. The next question that aris ‘s 
is “How often should the salesm:n 
call on each of those accounts to ser’e 
them properly?” After each of tho:e 
names put down the number of tim:s 
per month you think the salesm:n 
should call on that person. 


Workable Plan Outlined 


You now have a good analysis of 
the market. What are you going ‘0 
do with it? Here’s a very simple way 
to convert that information into a 
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able plan. You’ll need two tools 
ity map and a yearly diary with 
arate page for each day. 

i sure you know the kind of book 

talking about. It’s the one that 
ually given to you by your insur- 
man. Your daily appointment 


read the city map over a piece 
isulation board. Then locate on 
map every one of those accounts 
have listed. Use different colored 
tacks to denote frequency of 
ng on the accounts. Let’s say a 
tack for the person you want to 
on once a week, a blue tack for 
ones you will call on every two 
cs, a yellow tack for the once a 
th accounts, and a green tack for 


accounts which will require a call 


y two months. This map gives 
a graphic picture of the job ahead. 
ive found that it’s a good idea 
‘ making up this map to count 
accounts and divide the territory 
four parts, based upon the con- 
ration of accounts. 

it one-fourth of the accounts in 
section and call it “Monday.” Put 
her one-fourth in another section 
call it “Tuesday.” The other 
ths will be called ‘‘Wednesday” 
“Thursday.” 


Time Wasted 


ity this method you will determine 


wh 
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Urania, Louisiana 
LUMBER MANUFACTURERS AND TREE FARMERS 
Members S.P.A., S.P.1.B., S:H.P.I. 
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re your salesmen will be working 


on each of the first four days in the 
week. By working within those sec- 
tions on those specific days you will 
stop cross-town running around that 
is so wasteful and so expensive in a 
salesman’s time. 


Friday is left open so that the 
schedule will be flexible enough to 
take care of the hurried calls, the 
new building permits and the other 
things which cannot be anticipated. 
It is clean-up day. 

Now take the daily diary and start 
listing the accounts that are in the 
Monday section. Let’s say there will 
be eight accounts each Monday. Put 
down eight accounts for the first Mon- 
day. Then turn to the next Monday 
and put down eight more calls. The 
accounts which are to be called on 
every week wilil be reneated of course, 
but you will be adding some new 
names for those you will call on every 
two weeks. Then turn to the third 
Monday and put down the names of 
the accounts to be called on that day. 
Go on through the book for six months 
and list each account in that section 
you have named Monday on the dates 
it should be called on. 


Accounts to be called on weekly 
will be listed each Monday for six 
months. Those to be called on every 
two weeks will be listed every other 
Monday for six months, and so on 
across the board. 

Now come back to the section called 


Tuesday and do the same thing until 
you have Tuesday’s calls listed for six 
months. Follow the same procedure 
with the Wednesday and Thursday 
accounts. 


Follow-Through Important 

When you think you have that pret- 
ty well lined up, call in the salesman. 
Sit down with him and go over the 
plan thoroughly. Be sure he under- 
stands exactly what you have done 
and how it will benefit him. Get him 
enthusiastic about it. Then turn the 
book over to the salesman and tell 
him “Here is your assignment.” 

Once a week you and the salesman 
ought to sit down together and go 
over the calls and see how the plan 
is working. See whether he is fol- 
lowing the plan or not. If not why 
isn’t he. 

Don’t misunderstand me—you can 
no more follow this plan to the letter 
day by day than you can fly to the 
moon, but outlining the plan in ad- 
vance can help keep yourself on 
course. 

Make this plan for a_ six-month 
period and stick to it. You can’t 
change your plan every week and 
have a plan. You simply will be drift- 
ing with the salesman. Set up the 
program the way you think it will 
work and then be strong enough in 
your own mind to see that it does 
work. And stick to it long enough 
to give it an opportunity to work. 





PREFERRED FOR OVER 50 YEARS 


Complete, modern facilities and good 
quality saw logs from our 130, 
of choice timberland have combined to 
give Urania lumber and flooring a long- 
standing reputation for fine quality and 


manufacture. 


Put Urania’s experience and continuous 
supply resources to work for you. You'll 
receive dependable lumber products and 


prompt, courteous service. 


Posts, Poles, Piling and Creosote 
Timbers Pressure Treated. 
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It's PRICED 
VOLUME! 


ww 

REDWOOD COMBINA 
STORM WINDOWS : ‘ 

WRITE .e PHONE OR WIRE FOR FURTHER INFORMATION 


MANUFACTURING COMPAN 
13330 W. McNichols Road, Detroit 35, Mich. 


TO VOLUME 
SALES! 










@ Specially Treated Stain. Ex- 
pe Interlock & Ventilat- 
ing Features. 


@5 Quarter Frame. Exclusive 
Territories Available. Price 
List & Sample on Request 

@ PAPOOSE — the most 
economical Redwood 
Combination. 





Phone 
UNiversity 
4-7134 














35 





4 
» 


NEAT-LOOKING EXTERIOR and plenty of parking space are attractive features 


of new Wisconsin store. 


Service Guaranteed Here 


Round-the-clock help if trouble arises, plus 
“Know-How Department,” feature new Wisconsin 


store. 


Whether you’re selling cookies or 
plywood, the same merchandising 
principles apply, says Adolph Schess- 
ler, vice president of the new Wauke- 
sha (Wis.) Lumber Corp. Mr. Schess- 
ler was in the grocery field before he 
became a lumberman, working first 
for the National Tea Co. and later as 


HAROLD MAROSE, assistant manag- 
er. 


36 





supervisor of a sales and merchan- 
dising program for 135 independ- 


ently-operated grocery stores. 

“We all have the same selling job 
to do,” observes Adolph. “The nar- 
rower we can make the gap between 
what a customer expects in service 
and what we can give him, the better 








job we can do. 

“Courtesy is No. 1. Let people know 
we’re glad to see them. If it’s neces- 
sary to keep a customer waiting, at 
least let him know that you’ve seenf 
him—and that you’re glad to see 
him.” 

Adolph believes that personal con- 
tacts can do a lot to build sales, He 
has made hundreds of friends work- 
ing as an auctioneer in his_ spare 
time; a hobby which he continues 
now on Saturday afternoons. 

Starting as a truck driver in a yard 
which is now a competitor, Adolphf 
worked his way up to a job as special 
representative in charge of promotion 
work. The new organization has three 
sales employes and two truck drivers 
who double as yard employes. 

ak * ak 
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\dolph Schessler has divided his 
store (24x72) into roughly two 
rchandising sections—one de- 
voted to paint and paint accesso- 
3, the other half to tools, elec- 
trical, heating and plumbing 
plies, roofing and siding samples 
id specialty goods. 

ne interesting angle of Adolph’s 
heiting and plumbing departments 
is the arrangement he has made 
wiih outside heating and plumbing 
men so that he can quote a pack- 
aged price to the homeowner and 
sti‘! have the outside installation 


= 


bax | 
— 


mm nm 
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people stand behind the job to the 
po nt of guaranteeing performance. 
lis takes the burden of servicing 
ofi the dealers’ shoulders. 





LATEST TRENDS in home planning 
weve used wherever possible, as in 
this sliding closet door. 
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NTS AND PAINT ACCESSORIES occupy about half the store space. Note 
pover lawn mowers in window display. 


For example, Acolph has an ar- 
rangement with a heating service 
which guarantees service 24 hours 
a day for one year for $12. This 
$12 fee is added to the purchase 
price of the heating equipment; 
the customer is satisfied that any 
trouble will be remedied immedi- 
ately by a skilled repairman. This 
organization has some 250 custo- 
mers on its books and every new 
job means another customer. 

So many people are doing their 
own work these days that Adolph 
has started a “Know-How Depart- 
ment.” Customers can not only buy 
the wall tile they need, but some- 
one in the organization will go out, 
if requested, and show how the tile 


MAIL ORDER CATALOG at consumer 





counter features everything in hard- 
ware. 


should be applied. This same serv- 
ice extends to other building prob- 
lems. Adolph expects this service 
will prove a solid investment in cus- 
tomer satisfaction. 

The store stocks all the major 
items and accessories necessary to 
do a complete job. These include 
power and hand tools; electrical 
and plumbing supplies; paints, 
brushes and companion items. 

A mail order counter service is 
available to customers who cannot 
find the hardware items which they 
need in stock. A catalog of these 
hardware items is kept on the con- 
sumer counter. Still another service 
is a cut-off saw for customers who 
want their lumber cut to size. 


KITCHEN AND BATH CORNER show homeowners the most essential elements 


in these rooms. 
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With the Manufacturers and Wholesalers a 
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COMBINATION CEDAR SHINGLE AND INSULATION backer-board can be 
sawed and fitted around window frames and door openings. 


New Sidewall Unit Combines | Cedar 
Shingles with Insulation Board 





Savings of 70% or more in ap} li- 
cation time are claimed for the new, 
pre-assembled unit that combi) es 
cedar shingles and insulati Dn 
backer-board that is being int o- 
duced by The Perma Products Co., 
Cleveland, Ohio. 

The new unit not only speeds t1e 
application of sidewalls, but allo vs 
the amateur carpenter to do the 
job since it eliminates the necess ty 
of sawing, cutting, planning and ‘'t- 
ting of individual shingles. Tu. 
carpenter can complete two op:r- 
ations in one, using an ordinary 
hammer and knife or hand saw to 
produce a perfectly fitted aid 
aligned shake sidewall. 

Each unit consists of a deep- 
grooved, factory-stained cedar 
shingle outercourse which is elec- 
tronically bonded to a_ water- 
proofed, impregnated insulation 
backer-board. Each unit measures 
18” by 4614” long. 

After the unit has been placed 
on the rough sheathing and buiid- 
ing paper (nailing strips may also 
be used in place of sheathing), the 
shingles are then nailed in the con- 
ventional manner to complete the 
simultaneous application of under- 
course and finished sidewall. 

One carton of 11 units will cover 
50 square feet at 14” exposure. 
The units come in nine factory- 
stained colors. 





ONE OF THE ad- 
vantages of: new 
panel sheetrock 
wallboard is the 
ease with which 
rough walls may 
be covered with 
no exposed nails 
and no joint fin- 
ishing. Special ad- 
hesive and spread- 
ing tool are all 
that is needed. 











New Wallboard Product Will 
Stimulate Remodeling 


Joint finishing is eliminated in 
the new gypsum wallboard called 
“panel Sheetrock,” a new product 
of the U. S. Gypsum Co. 

Each board is 16 inches wite, 
eight feet long and weighs 16 
pounds. It is *%” thick and comes 
in 8, 9 and 10-foot lengths and is 
especially adaptable for use in re- 
modeling or finishing hard-to-get- 
at attic and basement spaces. 

It can be applied over old plas‘er 
or wallboard surfaces or over gvp- 
sum wallboard in new construction 
with an easy-to-mix adhesive. The 
vertical joints of the finished s:r- 
face lends an attractive panel :f- 
fect. The new product neitler 
warps nor buckles, and _ resi ‘ts 
cracking. It comes in plain, kno ty 
pine or neutral striated finishes 

To help retail building materi ils 
dealers promote the new paviel 
Sheetrock, the U. S. Gypsum Co. 
is conducting a national adveri'is- 
ing campaign beamed at architec ts, 
builders and consumers. In adii- 
tion, dealers may secure 50 fvee 
copies of the abridged “Amazing 
Sheetrock Story,” a customer gi ’e- 
away piece. 
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ertising and Promotion 


ady-Mix Concrete Service Means 
Sales a a Lbr. Co.), 

ith, Miss—Jan. 28, 46. 

w One Dealer Uses HOME (For- 

City Material Co.), Cleveland, 

—Feb. 11, p. 78. 

rect Mail Pays Off (J. Oviatt 

ers Co.), Tuscaloosa, Ala.—Feb. 

». 100. 

ay Up “Nearness” of Your Yard 

vard Hines Lbr. Co.), Chicago, 

-Feb. 25, p. 48. 

odel Home Is Prize Winner 

i oer Co.), Wakefield, Neb. 
10, p. 84. 

: Your Trucks Sell for You—Mar. 


24, ». 62. 


ma) 


tio 
Ede 


vh—Apr. 21, p. 42. 


yur Customers’ Remodeling Prob- 
Worth Cold Cash (Douglas Fir 
vood Assn. i aa Tacoma, 


su Have What a Farmer Needs— 
Him About It—May 5, p. 69. 

ow to Push Power Tools (Hard- 
Lbr. Co.), Russell, Kan.—June 


44, 

arden Clinic Is Profitable Promo- 

(Comfort Coal & Lbr. Co.), River 
N. J.—June 2, p. 52. 


Peale Fights Back (El Monte Lbr. 
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eo Co.), Montesano, Wash.—June 
olors Slides Help Sell Jobs (Schell- 
ee Co.), Amarillo, Tex.—June 
p 

dvertising Hints That Sell Gar- 


s—July 14, p. 100. 

lotorists Buy Grilles (Gorham- 
es - Co.), Waco, Tex.—July 
p. 

verybody Listens to Party Line 
‘hards and Krueger ~ ), New 
unfels, Tex.—Aug. 11, 68. 


obbyists Like Club for a Tool 
ners (Barr Lbr. Co.), Denver, 
».—Aug. 11, p. 78. 

V Kitchen Promotion (Crabtree 
Co.), Jacksonville, Fla—Aug. 
p. 96. 

ontest Pulls 275 Entries in Seven 
’s (Ketchum Builders Supply Co.), 
Lake City, Utah—Aug. 11, p. 104. 
'o-It-Yourself Week Boosts Busi- 
s 80% (Wieckert Lumber Co.), 


«nah, Wis.—Sept. 8, p. 80. 


igns Sell for You—Sept. 8, 92. 

— to Memewaees thant. 
0. 

> Kitchen Jobs Every Month 

lleville Lbr. & Supply Co.), South 


cid, Ind.—Sept. 8, p. 154. 


‘ood Advertising Means Coverage 
Monte Lbr. Co.), Montesano & 
ia, Wash.—Sept. 22, p. 44. 
ndirect Approach Sells Houses 
curity Home Supply Co., Ince.), 
amazoo, Mich.—Sept. 22, p. 48. 
Yomen Flock to Kitchen Lectures 
rr Lbr. Co.), Denver, Colo.—Oct. 


». 44, 


low to Promote the 
rit—Oct. 6, p. 56. 
‘ewspaper Advertising Ideas For 
‘istmas—Oct. 6, p. 62. 

\merican Lumberman’s Do-It-Your- 


Christmas 


> £ Promotion Kit—Oct. 6, p. 77. 


’s No Wonder That HOME Is 
ling Houses—Oct. 6, p. 86. 
icture Tour Through Sawyer’s 
ee Worcester, 

p. 32. 
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Mass.—Oct. 


EDITORIAL INDEX FOR 1952 


“First in Paid Dealer Circulation” 
(American Lumberman)—Oct. 20, p. 
"2. 


Bookkeeping and 
Office Equipment 


How to Improve Your Inventory 
Control System (By Herbert P. Jor- 
dan, Pres., Jordan Lbr. Co.), Mem- 
phis, Tenn.—Feb. 25, p. 40. 

Customer’s Record Book (W. Yates 
Lansing, Inc.), Rensselaer, N. Y. — 
Mar. 24, p. 50. 

How to Keep a Paint Inventory 
(Washington Lbr. & Coal Co.), East 
Chicago, Ind.—June 16, p. 89. 

Paint Inventory Board Controls 
Stock (By Adolph Schessler, Megr., 
Waukesha as Corp.), Waukesha, 
Wis.—June 16, 90. 

20-Second Ratisatine (Albinson 
Lbr. Co.), Worthington, Minn.—July 
28, p. 48. 

Easy Posting Aids Collections (Al- 
binson Lbr. Co.), Worthington, Minn. 
July 28, p. 50. 

A Shipping Clerk Without Ulcers 
(Gee Lbr. and Coal Co.), Chicago, Ill. 
—Aug. 11, p. 58. 

Inventory Facts at a Glance (J. C. 
Becker Lbr. Co.), Adrian, Minn. — 
Sept. 8, p. 200. 

Price Tags Add Up to More Sales, 
Less Work (Botsford Lbr. Co.), Hart- 
ley, lowa—Dec. 1, p. 39. 

Split Second Credit Control (By H. 
A. J. Evans, Dixie Lbr. Co.) (Article 
 eocee in this issue), New Orleans, 

a. 


Charts 


Norm Mason’s Estimate for 1952— 
Mar. 10, p. 88. 


Construction and 
Application Methods 


Easy Application of Insulation 
Booms “Do-It-Yourself” Market 
— Co.), Chicago, Ill—Apr. 21, 
p. 39. 

These Short Cuts Slice Construc- 
tion Costs—Part I (By Gus Meissner) 
—Sept. 8, p. 190. 

Hot Roofing Tip— Cold Process — 
Sept. 8, p. 212. 

These Short Cuts Slice Construc- 
tion Costs—Part II (By Gus Meiss- 
ner)—Oct. 6, p. 99. 

New Truss Is Answer to Builder’s 
Problem (Small Homes Council, Univ. 
of Ill.), Urbana, Ill.—Oct. 20, p. 54. 

These Short Cuts Slice Construc- 
tion Costs—Part III (By Gus Meiss- 
ner)—Nov. 3, p. 80. 

New Wood Window—Nov. 17, p. 72. 

A Lumberman Builds His Own 
House (Lampland Lbr. Co.), St. Paul, 
Minn.—Dec. 15, p. 84. 

Seven Amazing New Nails (Article 
appears in this issue) 


Consumer Selling 


Ready-Mix Concrete Service Means 
Plus Sales (Berkheiser Lbr. Co.), 
Corinth, Miss.—Jan. 28, p. 46. 

What. Your Customers Expect From 

You—Jan. 28, p. 33. 


' (Daniels-McCray Lbr. 


Customers Like to Save Money 
(Sheridan Road Lbr. Co.), Peoria, 
Ill.—Feb. 11, p. 106. 

Remodeling Made Easy (Mason 
Lbr. Co), Jacksonville, Fla.—Feb. 25, 
p. 50. 

Tool Rental Profitable (Crow Lbr. 
Co.), Seattle, Wash.—Feb. 25, p. 62. 

“Own Your Own Home for Less” 
(Whiting-Mead Co., Builders’ Mart), 
San Diego, Calif.—Mar. 10, p. 80. 

Add a Hobby Shop “ Lbr. Co.), 
Chicago, Ill—Mar, 10, 86. 

Helping the Tool Hobbyist (Albin- 
son Lbr. Co.), Worthington, Minn.— 
Mar. 24, p. 52. 

New Handy Plywood Panels for 
Self-Service Selling (Douglas Fir 
Plywood Assn.), Tacoma, Wash.— 
Mar. 24, p. 56. 

Garden Clinic Is Profitable Promo- 
tion (Comfort Coal & Lbr. Co.), River 
Edge, N. J.—June 2, p. 52. 

Know Your Paint Potential—June 
16, p. 68. 

Selling Paint Is Selling Color (By 
Paul R. Bewie, The Sherwin-Williams 
Co.)—June 16, p. 70. 

Seven Ways to Sell More Paint— 
June 16, p. 79. 

Colorants Lick rag 
Problems—June 16, 81. 

Double Your Paint Profits with Ac- 
cessories—June 16, p. 82. 

Paint Service for Homeowners 
(Monarch Lbr. Co.), North Kansas 
City, Mo.—June 16, p. 84. 

Suggestive Selling Builds Paint 
Sales (Learned Lbr. Co.), Hermosa 
Beach, Calif.—June 16, p. 94. 

Some Tips for Selling Wallpaper 


Inventory 


Co.), Kansas 
City, Mo.—June 16, p. 100. 
Unfinished Furniture Helps Sell 


Paint—June 16, p. 102. 

What It Takes to Run a Lawn and 
Garden Department (Hechinger’s), 
Washington, D. C.—June 30, p. 38. 

Economy Corner Helps Sell “Shorts” 
(Edward Hines Lbr. Co.), Chicago, 
Ill—June 30, p. 44. 

Ready for Beach Business (Conrad 
Bros. Lbr. Co.), Beach Haven Island, 
N. J.—June 30, p. 46. 

Women Are Your Business (By 
Edith Ramsey, Home Equipment Edi- 
tor, The American Home)—July 14, 
p. 172. 

It’s Not Too Late for Summer Cool- 
ing Sales—July 28, p. 64. 

Ladders Will Step Up Your Sales 
(Hechinger Co.), Washington, D. C.; 
(Mound Builders ~” Co.), Mound, 
Minn.—Aug. 11, p. 62. 

Frozen Food Plan Sells Deep Freez- 
ers (Czerwiec Lbr. Co.), Chicago, Ill. 
—Aug. 11, p. 64. 

Home-Planning Service Pays Off 
(Seale Lbr. Co.), Ensley, Ala.—Aug. 
25, p. 45. 

Push Sales of Garbage Cans (Hill- 
Behan Lbr. Co.), St. Louis, Mo.—Aug. 
25, p. 46. 

Make Your Truck Driver a Sales- 
man, Too (Weber Lbr. Co.), Ridge- 
land, Ore.—Aug. 25, p. 54 

How You Can Get Homeowner 
Business—Sept. 8, p. 70. 

Go After Kitchen Remodeling — 
Sept. 8, p. 146. 

25 Kitchen Jobs Every Month 
(Belleville Lbr. & Supply Co.), South 
Bend, Ind.—Sept. 8, p. 154. 

How to Help Your Customers Add 
a Room—Sept. 8, p. 164. 

$1,000,000. Worth of Budget Homes 
(Connecticut Lbr. Co.), Waterbury, 
Conn.—Sept. 8, p. 172. 

Insulation Goes “Do It Yourself’— 
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Sept. 8, p. 184. 

Sell More Floor Coverings This 
Fall—Sept. 8, p. 188. 

New Ways to Sell Hardware—Sept. 
8, p. 202. 

Booming Market in Steel Windows 
—Sept. 8, p. 206. 

“Cats and Dogs” Pay Their Way 
(Hayward Lbr. Co.), Salinas, Calif.— 
Sept. 22, p. 34. 

Indirect Approach Sells Houses 
(Security Home Supply Co., Inc.), 
Kalamazoo, Mich.—Sept. 22, p. 48. 

Dealers Cooperate to Sell Stucco 
(Bay Cities Building Supplies), Man- 
hattan Beach, Calif—Sept. 22, p. 56. 

Fill the Community Need (Hicks 
Lbr. Co.), Salinas, Calif—Sept. 22, 
p. 60. 

Stretches Payments — Remodeling 
Business Jumps (Atlantic Lbr. 
Supply Co.), Bayonne, N. J.—Sept. 
22, p. 62. 

Plan Now For More Xmas Sales— 
Oct. 6, p. 54. 

Now They’re Building It Them- 
selves (M. H. Paulsen Lbr. Co.), Mil- 
waukee, Wis.—Oct. 6, p. 90. 

Profit By Selling More Living Space 
—Oct. 6, p. 94. 

Sell Redwood Paneling to Home- 
owners (Geest and Wheeling Coal and 
Lbr. Co.), Wheeling, Ill.—Oct. 20, p. 


Floor Covering Specialist (Nailor 
Lbr. Co.), Port Angeles, Wash.—Oct. 
20, p. 42. 

New “Do It Yourself” Campaign 
Your Finest Sales Tool!—Oct. 20, p. 
56. 

Hundreds of Dealers Buying ‘“Do- 
It-Yourself” Kit—Nov. 3, p. 92. 

Housewares for Plus 4 
17, p. 50. 

Dealer Puts “Do-It-Yourself” Kit 
to Work (H. H. Troup & Co.), Kan- 
kakee, Ill.—Nov. 17, p. 82. 

Dealer Associations Back “Do-It- 
Yourself”—Dee. 1, p. 58. 


Contractor Selling 


How to Store and Install Aluminum 
Windows—Aug. 25, p. 52. 


Conventions 


Dealers Plan for Competitive Year 
—Jan. 14, p. 72. 

Why the Retail Convention Is Im- 
»ortant to Us (By Frank Biederman, 
~ rreiaatiaaaaae Corp.) — Jan. 14, p. 


_Vital Topics Up for Discussion at 
NAHB Show (Jan. 20-24), Chicago, 
Ill._—Jan. 14, p. 80. 

Convention Dates (Listing of Re- 
tail Lumber Dealers Assn. Conven- 
tions from Feb. through Apr.)—Jan. 
28, p. 51. 

Home Builders Optimistic Despite 
New Problems (NAHB Convention), 
Chicago, Ill.—Feb. 11, p. 80. 

Dealers Divulge Private Trade Se- 
erets (NAHB Convention), Chicago, 
Ill.—Feb. 11, p. 81. 

Manufacturers Introduce Substitute 
Materials to Meet Shortage of Crit- 
ical Items (NAHB Convention), Chi- 
cago, Ill_—Feb. 11, p. 88. 

Builders Talk Shop (NAHB Con- 
vention), Chicago, Ill.—Feb. 11, p. 90. 

Financing for 52 (NAHB Conven- 
tion), Chicago, Ill.—Feb, 11, p. 94. 

New Limitations on Housing Mate- 
rials Planned (NAHB Convention), 
Chicago, Ill.—Feb. 11, p. 96. 
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Southwestern Dealers Meet at 64th” 


Annual Convention, Kansas City, Mo. 
—Feb. 11, p. 111. 

Dealers from Four States Attend 
Northwestern Convention, Minneap- 
olis, Minn.—Feb. 11, p. 112. 

Western Retail Lumbermen’s Assn. 
— Seattle, Wash.—Feb. 11, 
p. , 

West Virginia Lbr. & Bldrs. Sup- 
ply Dealers Assn. Convention, Char- 
leston, S. C.—Feb. 11, p. 118. 

Northeastern Retail Lumbermen’s 
Assn. Convention Jan., New York, 
N. Y.—Feb. 25, p. 64. 

Mountain States Lbr. Dealers Con- 
vention, Denver, Colo.—Feb. 25, p.'66. 


Wis. Retail Lumbermen’s Assn. 
Convention, Milwaukee, Wis. — Feb. 
25, p. 66. 


Michigan Retail Lbr. Dealers Assn. 
Convention, Grand Rapids, Mich.— 
Feb. 25, p. 68. 

Ohio Assn. of Retail Lbr. Dealers 
— Cleveland, Ohio—Feb. 25, 
p. 68. 

New England Lumbermen’s Assn. 
Convention, Manchester, N. H.—Feb. 
25, p. 68. 

Mountain States Lbr. Dealers Assn. 
Convention, Denver, Colo.—Mar. 10, 
p. 124. 

Ilinois Lbr. & Material Dealers 
Assn. Convention Re-elects W. L. Huff, 
Pres., Chicago, Ill.—Mar. 10, p. 126. 

Convention Exhibit Catches Deal- 
ers’ Eye—Mar. 10, p. 132. 

Western (Canada) Retail Lumber- 
men’s Assn. Convention, Winnipeg, 
Canada—Mar. 24, p. 64. 

Program Set for Arkansas Conven- 
tion, Little Rock, Ark.—Mar. 24, p. 
64, 

North Dakota Retail Lumbermen’s 
Assn. Convention, Bismarck, N. D.— 
Mar. 24, p. 64. 

Louisiana Building Material Deal- 
ers Convention, New Orleans, La. — 
Mar. 24, p. 64. 

Mississippi Retail Lbr. Dealers 
Assn. Convention, Biloxi, Miss——Mar. 
24, p. 64. 

Indiana Lbr. and Builders’ Supply 
Assn. Convention, Indianapolis, Ind.— 
Mar. 24, p. 64. 

West Virginia Lbr. and Builders’ 
Supply Dealers’ Assn. Convention 
Re-elects Clifford L. Lantz, Pres., 
Charleston, N. C.—Mar. 24, p. 65. 

Intermountain Lbr. Dealers Assn. 
Convention elects Lincoln F. Hanks, 
ag Salt Lake City, Utah—Mar. 24, 
p. 65. 

Louisiana Building Material Deal- 
ers Assn. Elects J. Morton Myatt 
Pres., New Orleans, La.—Apr. 21, p. 
44, 

Iowa Retail Lumbermen’s Assn. 
Convention Reelects C. L. Gunn Pres., 
Des Moines, lowa—Apr. 21, p. 44. 

Southern Pine Inspection Bureau 
Held 12th Annual Meeting Apr. 8— 
May 5, p. 84. 

New Jersey Lumbermen’s Assn. 
Convention Reelects Adolph W. Jae- 
ger, Pres., Atlantic City, N. J—May 
5, p. 86. 

Mountain States Lumber Dealers 
Convention Reelects J. F. Scott, Pres., 
Denver, Colo.—May 5, p. 86. 

South Dakota Retail Lumbermen’s 
Assn. Convention Elects Ralph J. 
McNerney, Pres.—May 19, p. 62. 

Lumbermen’s Assn. of Texas Con- 
vention Elects Warren F. Keys, Pres., 
Galveston, Tex., May 19, p. 62. 

Building Materials Merchants of 
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Georgia Convention Elects F. f&, 
Adams, Pres., Savannah, Ga.—) lay 
19, p. 62. 

Lumber Merchants’ Assn. of No th- 
ern Calif. Convention, San Franci ‘co, 
Calif.—May 19, p. 64. my 

Florida Lbr. and Millwork A §&p, 
Convention Reelects Francis J. I; ou, 
Tampa, Fla.—June 2, p. 62. 

North Dakota Retail Lumberm:n’s 
Assn. Elects Henry F. Lund, Pre: .— 
June 2, p. 62. 

Arizona Retail Lbr. and Build: rs’ 
Supply Assn. Convention Elects \ ‘il- 
liam C. Ketchersid, Pres., Tucson, 
Ariz.—June 2, p. 62. 

National Lbr. Manufacturers’ Assn, 
Celebrates 50th Anniversary, 5t. 
Louis, Mo.—June 2, p. 63. 

The New Case for Wood (Meet ng 
of National Assn. of Commission L>r, 
Salesmen), St. Louis, Mo.—July 14, 
p. 108. 

Construction Outlook Bright (Seri- 
annual meeting of The Producers’ 
Council), New York, N. Y.—July 28, 

. 68. 
' Hoo-Hoos Elect Arthur Gei;er 
Snark of the Universe at 61st Annual 
Convention, Denver, Colo.—Oct. 6, p. 
110. 

New Hampshire Retail Lumber- 
men’s Assn. Convention, Rye Beach, 
N. H.—Nov. 3, p. 86. 

Adirondack Retail Lumbermen’s 
Assn. Annual Convention, Schroon 
Lake, N. Y.—Nov. 3, p. 86. 

Wholesale Distributors Plan Na- 
tion-wide Membership Drive (Newly 
organized Nat’l Bldg. Mat. Distribu- 
tors Assn. annual meeting), Chicayo, 
Tll—Nov. 3, p. 100. 

Millwork Men Discuss “One-Step” 
Retailer Service (Woodwork Jobbers 
Service Bureau annual meeting), Chi- 
cago, Ill—Nov. 3, p. 104. 

Oklahoma Lumbermen’s Assn. An- 
nual Convention,Oklahoma City, Ok!a. 
—Nov. 17, p. 79. 

Discuss Ways to Boost Plywood 
(Midwestern meeting Nat’l Plywood 
Distributors Assn)., Chicago, Ill. — 
Nov. 17, p. 86. 

Plan Record-Breaking NAHB Con- 
vention (Article appears in this issue) 


Dealer Stories 


Display Rooms Dramatize Maie- 
rials (American Factors, Ltd.), Hono- 
lulu, Hawaii—Feb. 11, p. 102. 

Yard Receives Excellence Award 
(Bond-Howell Lbr. Co.), Daytona 
Beach, Fla.—Feb. 11, p. 104. 

Service Is the Rule (Home Lr. 
Co.), Reno, Nev.—Mar. 10, p. 122. 

Home-Planning Service Boosts Sa es 
(Anderson Lbr. Co.), Provo, Utah— 
May 19, p. 42 

Paint Service for Homeowners 
(Monarch Lbr. Co.), North Kansis 
City, Mo.—June 16, p. 84. 

Self-Service Super Mart (Von ‘lo- 
bel’s), Las Vegas, Nev.—July 28, p. 
45. 


You Can’t Do It All Yourself—(i-y 
Ellis West, Manager, Nuzum Lit. 
Co.), Viroqua, Wis.—Aug. 11, p. 3. 

She Designed It, He Built It (V. \V. 
Uher Lbr. Co.), Galveston, Tex.—N¢v. 
3, p. 74. 

Lumber Company Goes “Art” 
(Athens Lbr. Co.), Athens, Ga.—D<c. 
i, pw 44. 

Service Guaranteed Here (Wauk>- 
sha Lbr. Corp.), (Article appears 1 
this issue), Waukesha, Wis. 
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lay Ideas 


mple Board for Lumber Items 
rborough Lbr. Co., Ltd.), Peter- 
igh, Ontario, Can —Jan 28, p. 28. 
splay Rooms Dramatize Mate- 
(American Factors, Ltd.), Hono- 
Hawaii—Feb. 11, p. 102. 

od Plywood Display Jumps Sales 

(Stewart Lbr. Co.), Seattle, 

h.—Mar. 10, p. 98. 
irdware-Paint-Rubber Tile (South- 
Sash and Sales Co.), Sheffield, Ala. 
ar. 24, p. 60 

ive Your Garages a Good Show— 

, 14, p. 88 

otorists Buy Grilles (Gorham- 
‘s Lbr. Co.), Waco, Tex.—July 28, 
i. 

ive Display Problems With Per- 

ited Hardboard—Sept. 8, p. 106. 
ew Ways to Sell Hardware—Sept. 

. 202. 

emodeling Business Next (Guil- 
Supply Co.), Greensboro, N. C.— 
6, p. 92. 

eature Appliances at Xmas (Pom- 

o Lbr. Co., Inc.), Pompano Beach, 

—Oct. 20, p. 38. 


“Drive-Past” Spot—Becomes “Drive- 


(State Lbr. Co.), Seattle, Wash.— 
. 20, p. 60. 

‘ring Your Order Board Up Front 
hnson Cashway Lbr. Co.), South 
Paul, Minn.—Nov. 17, p. 58. 
hristmas Gifts—Beautiful and 


ractical (Southern Lbr. & Hardware 


), New Orleans, La.—Nov. 17, p. 


Inique Display of Lumber (E. K. 


jood Lbr. Co.), Los Angeles, Calif.— 


‘, 15, p. 76. 


New Type Storage Rack Saves 
ice (Article appears in this issue) 


torials in 1952 


his Year Can Be Your Best!—Jan. 
B.. T1. 
lew Light on a Crucial Problem— 
~ 20, De St. 

he ABC’s of Personal Progress— 
. , pe St. 

Hate Inflation! (Guest Editorial 


y E. E. Babbitt, Managing Dir., Na- 


ial Plywood Distributors Assn.) — 
. 25, p. 39. 
he Trend to Increased Advertising 


* rst in a series)—Mar. 10, p. 79. 


. Whole in One!—Mar. 24, p. 43. 
Vhat Advertising Is! (Second in a 


-ies)—Apr. 21, p. 23. 


Vhat Advertising Does—And can 
for you! (Third in a series)—May 
p. 53. 


\ Practical Approach to Advertis- 


(Fourth in a series)—May 19, p. 


‘olden Anniversary NLMA — June 
», 39. 


aint ... Consumer Traffic Builder 
une 16, p. 67. 
tenew the Right Spirit Within Us! 
une 30, p. 29. 


s Your Most Serious Problem 


i re?—July 14, p. 73. 


Jon’t Just Meet Competition—Make 
—July 28, p. 43. 


‘he Magic of Classified Advertising 
Lug. 11, p. 57 


‘Sittin’ Pretty!”—Aug. 25, p. 25. 


A Lesson from Helsinki— Sept. 8, 
p. 69. 


ILDING Propucts MERCHANDISER 


The Real Campaign Issue — Sept. 
22. pn. 27. 

“Do-It-Yourself” — A Profitable 
New Market—Oct. 6, p. 43. 

Let’s Get the Record Straight on 
Lumber—Oct. 20, p. 31. 

Opportunity Is Punching Your Door 
Bell!—Nov. 3, p. 43. 

100 Emd-Use Consumer Packages 
for $100 or More—Nov. 17, p. 39. 

Faith, Hope — and Management! — 
Dee, 1, p.. Zi. 

Christmas 1952—Dec. 15, p. 47. 

Year-End Management Inventory 
(Appears in this issue) 


Employe Education 


Correct Telephone Technique Will 
Help You Make Sales—June 30, p. 36. 

Your Lumber Yard—Is It Hazard 
Free? (Article prepared in cooper- 
ation with the National Safety Coun- 
cil)—Nov. 3, p. 44. 

A Training Manual for Employes 
(Bonfield Lbr. & Supply), Hobbs, N. M. 
—Dee. 1, p. 44. 


Farm Articles 


The Farmer Needs To Be Shown 
(Short Course at Okla. A. & M. Col- 
lege), Stillwater, Okla.—Apr. 21, p. 

— Your Farm Market—May 5, 
p. 54. 

Vast Farm Market Faces Dealer— 
May 5, p. 60. 

How to Get and Keep Farm Busi- 
ness (By Henry J. Munnerlyn, Pres., 
Munnerlyn, Inc.), Bennettsville, §. C. 
—May 5, p. 62. 

Nebraska Dealer Features Fence 
Posts, Windmills (Melville Lbr. Co.), 
Ogallala, Neb.—May 5, p. 64. 

Oklahoma Round-up (Oklahoma 
Lumbermen’s Assn.), Oklahoma City, 
Okla.—May 19, p. 48. 

Farm In a Day (Western Retail 
Lumbermen’s Assn.)—July 28, p. 56. 

He Helps the Farm Customer 
(South Park Lbr. Co.), St. Joseph, 
Mo.—Nov. 3, p. 56. 

You Can Sell More Farm Lumber— 
Dec. 15, p. 66. 


Feature Articles 
on Personalities 


Young Man of Menominee (Feature 
on Sander B. Sanderson), Menominee, 
Mich.—Apr. 21, p. 48. 

For 12 Years She Has Done a 
Man’s Work (Feature on Claire Irby, 
Nahlik Lbr. Co.), St. Louis, Mo.— 
Aug. 11, p. 80. 


Feature Articles on Taxes 
and Financing 


Financing for ’52 (N.A.H.B. Con- 
vention), Chicago, Ill_—Feb. 11, p. 94. 

Non-Profit Insurance Fund (By 
Marie Bennett, Secy-Treas., Fla. Lbr. 
& Millwork Assn. e Orlando, Fla.— 
Feb. 25, p. 49. 

Use Time Payments to Win the 
Consumer’s Dollar (By E. S. Egge, 
Mgr., Allied Bldg. Credits, Inc.), Bir- 
mingham, Ala.—Mar. 10, p. 90. 


How to Maintain a Sound Financial 
Policy (Dun & Bradstreet)—Mar. 10, 
p. 100. 

When Buying or Selling a Lumber 
Yard— Examine the Tax Liabilities 
{By Edward R. Lucas)—Mar. 24, p. 


Financing the Home-Improvement 
Job (By Norman E. Sheridan, Jr., 
Asst. Vice Pres., United States Sav- 
ings and Loan League), Chicago, Ill. 
—Sept. 8, p. 136. 

Stretches Payments — Remodeling 
Business Jumps (Atlantic Lbr. & Sup- 
ply Co.), Bayonne, N. J.—Sept. 22, p. 
62. 
Gives Key to Good Credit (H. L. 
Judd, Credit Manager, U. S. Gypsum) 
—Nov. 17, p. 88. 

Mortgage Money Ample to Meet 
1953. Construction, Needs (By Charles 
W. Williams, Vice Pres., Federal Re- 
serve Bank of Richmond), Richmond, 
Va.—Dec. 15, p. 60. 


Garages 


New Uses for Garages Expand the 
Market—July 14, p. 74. 

Good Leads Sell Garages—July 14, 
p. 7. 

Garage a Are Easy to Sell 
—July 14, 5 

in Fog Quality and Utility, Not 
Price, Sells Garages (Edward Hines 
Lbr. Co.), Chicago, Ill.—July 14, p. 86. 

Give Your Garages a Good Show— 
July 14, p. 88. 

2,000 Garage Sales in Four Years 
(Broskaale | Lbr. Co.), Tacoma, Wash. 
—July 14, p. 90. 

They Help Them Build Their Own 
(Rockford Lbr. & Fuel Co.), Rock- 
ford, Ill.—July 14, p. 93. 

26 Building Steps (C. C. Collins and 
Sons, Inc.), Madison, Wis.—July 14, 
p. 96. 

Advertising Hints That Sell Gar- 
ages—July 14, p. 100. 

Sells Custom-Built Garages — July 
14, p. 101. 

New Ideas in Garage Design—July 
14, p. 102. 

Triple-Purpose Garage (H & S Lbr. 
Co.), Charlotte, N. C.—July 14, p. 104. 

Good Garage-Door Business Here 
(J. E. Smith Lbr. Co.), Waterbury, 
Conn.—Sept. 8, p. 182. 

Now They’re Building It Them- 
selves (M. H. Paulsen Lbr. Co.), Mil- 
waukee, Wis.—Oct. 6, p. 90. 


Government Orders 
and Regulations 


Where the Retail Lumber Dealer 
Stands in Relation to the Wage-Hour 
me ed Charles B. Mahin)—Mar. 10, 
p. 136, 


Home Shows and Community 
Special Events 


Model Home Is Prize Winner 
(Wakefield Lbr. & Mfg. Co.), Wake- 
field, Neb.—Mar. 10, p. 84. 

Anniversary Promotion Pulls Big 
Crowd (Gee Lbr. & Coal Co.), Chi- 
cago, Ill—June 2, p. 56. 

33 Low-Cost Units Sold at Dealer’s 
Open House (Wormhoudt Lbr. Co.), 
Ottumwa, lowa—July 28, p. 62. 

Home Show You Can Stage (Citi- 
zen’s Lbr. & Coal Co.), Sturgis, Mich. 
—Sept. 22, p. 28. 
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Home Show Springboard for New 
Business (Coutu Lbr. Co.), West War- 
wick, R. 1.—Oct. 6, p. 48. 


Low-Cost Housing 


Budget House With Seven Star Fea- 
tures (San Angelo Plan, Sponsored 
by the Lumbermen’s Assn. of Tex.), 
Houston, Tex.—Feb. 11, p. 70. 

Two-Way Expansible House (Univ. 
of Ill., Small Homes Council), Urbana, 
Ill.—Feb. 25, p. 54. 

More Research-Designed Homes 
(Univ. of Ill., Small Homes Council), 
Urbana, Ill—Mar. 24, p. 48. 

Unit Planned, Research Designed, 
LDRC Sponsored (Univ. of IIl., Small 
Homes Council), Urbana, Il]l.—May 5, 
D.. 12. 

33 Low-Cost Units Sold at Dealer’s 
Open House (Wormhoudt Lbr. Co.), 
Ottumwa, lowa—July 28, p. 62. 

New Plywood House for Defense— 
Aug. 11, p. 100. 

$1,000,000 Worth of Budget Homes 
(Connecticut Lbr. Co.), Waterbury, 
Conn.—Sept. 8, p. 172. 

New Demonstration Houses (Univ. 
of Ill., Small Homes Council), Urbana, 
Ill.—Nov. 38, p. 96. 

Dealers Build, Package Houses— 
Nov. 17, p. 70. 


Lumber and Lumber Application 


Wrapped Lumber Cuts Cost for 
New York Dealer (The Genesee Lbr. 
& Coal Co.), Batavia, N. Y.—Feb. 25, 
p. 60. 

A World of Hardwoods (Museum 
of Science and Industry Exhibit), Chi- 
cago, Ill._—June 2, p. 50. 

The New Case for Wood (Meeting 
of the National Assn. of Commission 
Lumber Salesmen), St. Louis, Mo.— 
July 14, p. 108. 

Is Treated Wood the Answer? (By 
Gerald V. Cook)—Aug. 25, p. 42. 

Why Sell Lumber? (By Robert E. 
Mahaffay, Trade Promotion Director, 
West Coast Lumbermen’s Assn.) — 
Sept. 8, p. 112. 

You Can Merchandise Lumber — 
Dec. 15, p. 62. 

Good Scrap Lumber Sells Fast (D. 
M. Rose Lbr. Co.), Knoxville, Tenn.— 
Dec. 15, p. 64. 

You Can Sell More Farm Lumber 
—Dec, 15, p. 66. 

Sees New Sales in Sized Lumber 
(Darden Lbr. Co.), Waco, Tex.—Dec. 
15, p. 70. 

_ How to Sell and Apply Wood Panel- 
ing Sw Waldemar de Bille)—Deec. 15, 
p. 7 

Unique Display of Lumber (E. K. 
Wood Lbr. Co.), Los Angeles, Calif.— 
Dec. 15, p. 76. 

New Trends in Millwork—Dee. 15, 
p. 80. 

Treating Makes Good Lumber Bet- 
ter—Dec. 15, p. 82. 

A Lumberman Builds His Own 
House (Lampland Lbr. Co.), St. Paul, 
Minn.—Dece. 15, p. 84. 

There’s Profit in Lower Grades 
(West Coast Lumbermen’s Assn.), 
Portland, Ore.—Dec. 15, p. 88. 

Lumber Outlook for 1953 (By Leo 
V. Bodine, Exec. Vice Pres., National 
Lbr, Manufacturers “a % ’Washing- 
ton, D. C.—Dece. 15, p. 90 
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Management 


Increased Operating Costs—How » 
Keep Them Low as Possible (By E. 
C. Parker, Pres., Patten-Blinn Lbr. 


Co.), Los Angeles, Calif.—Jan. 14, p. 
82 


Take the Guesswork Out of Profits 
(Article prepared with cooperation of 
American Institute of Accountants )— 
May 19, p. 55. 

A Shipping Clerk Without Ulcers 
(Gee Lbr. and Coal Co.), Chicago, III. 
—Aug. 11, p. 58. 

Every Employe Gets a Cut of the 
Profit Pie—First Article in a Series 
(Learned Lbr. Co. Pp | ee Beach, 
Calif.—Aug. 11, p. 

You Can’t Do It “ail Yourself (By 
Ellis West, Manager, Nuzum_ Lbr. 
Co.), Viroqua, Wis.—Aug. 11, p. 88. 

Be an “Above-Average” Dealer (By 
Oscar R. Davis, C.P.A., Wolf and 
Co.), Oklahoma City, Okla.—Sept. 22, 
p. 64. 

Be an “Above-Average” Dealer (By 
Oscar R. Davis, C.P.A., Wolf and Co., 
Part II), Oklahoma City, Okla.—Oct. 
6, p. 68. 

Will These New Products Help or 
Hurt You? (By John H. Martin, Pres., 
United Lbr. Yards), Modesto, Calif.— 
Oct. 20, p. 46. 

Grade “A’’ Profit Plan—Second Ar- 
ticle in a Series (Oliver M. Greenley 
Co.), Independence, Iowa—Oct. 20, p. 
58. 

Good Management Means Good 
Business (Management Clinics spon- 
sored by Tenn. Building Material 
Assn., Knoxville, Tenn.; and Indiana 
Lbr. & Builders’ Supply Assn., Lafay- 
ette, Ind.)—Dee. 1, p. 22. 

Planning Your Salesman’s Time 
(By Lee Bartholomew, Vice Pres., 
Southern States Iron Roofing Co.), 
(Article appears in this issue) 


Master Merchants of the 
Light Construction Industry 


Bookkeeper to Owner (Corinth 
Planing Mill Co.), Corinth, Miss.— 
Aug. 25, p. 26. 

20% More Volume at no Added 
Cost (Ebenreiter Lbr. Co.), Sheboy- 
gan, Wis.—Nov. 17, p. 40. 


Materials and Controls 


How Critical Building Materials 
Can Be Conserved—Jan, 28, p. 50. 

Home Builders Optimistic Despite 
New Problems (NAHB Convention), 
Chicago, Ill—Feb. 11, p. 80. 

Manufacturers Introduce Substitute 
Materials to Meet Shortage of Crit- 
ical Items (NAHB Convention), Chi- 
cago, Ill_—Feb. 11, p. 88. 

New Limitations on Housing Mate- 
rials Planned (NAHB Convention), 
Chicago, Ill.—Feb. 11, p. 96. 

Will These New Products Help or 
Hurt You? (By John H. Martin, 
Pres., United Lbr. Yards), Modesto, 
Calif.—Oct. 20, p. 46. 


Materials Handling 
and Equipment 


They Give Their Business a “Lift” 
(Ray Lbr. Co.), Phoenix, Ariz.—Jan. 
28, p. 43. 

“Lifts” for Every Yard (Whipple 


Ine.), Laceyville, Pa.—Feb. 25, 


"Mechanization Takes Comm: nd 
(Woolsey-Cadwallader), Trenton, 'V, J; 
—Mar. 10, p. 102. 

Why Your Drivers Have Accid ‘nts 
—Mar. 10, p. 118. 

Truck-Fork Lift “Goes to V ar’ 
(Transportation Research and De vel- 
opment Station), Fort Eustis, V.— 
May 5, p. 74. 

Lifts “Lift” Sales by 25% (W. J, 
Bailey Co.), San Diego, Calif.—A ug, 
tt, p. 92. 

Oak Flooring — How to Han lef 
Store and Deliver It (F. E. Whea‘on 
and Co.), Wheaton, Ill.—Sept. 22. p, 
40. 

How to Operate a Lift Truck (Cour.ff 
tesy Hyster Co.)—Nov. 3, p. 60. 


Miscellaneous 


Southern Company Releases Whuole-§} 
sale Merchandising Policy (South rn 
States Iron Roofing Co.), Atlanta, “a, 
—Jan. 28, p. 38. 

Are You Vulnerable to Fire? (Rio 
Grande Lbr. & Fuel Co.), El Pzso, 
Tex.—May 5, p. 70. 

Flooded Mississippi Fails to Beat 
70-Year Old Yard (Villaume Box & 
Lbr. Co.), St. Paul, Minn.—May 19,8 
p. 52. 

Dealers Are Dressing Up—July 14, 
p. 106.. 

The House that John Built (Bell 
Bros. & Co.), Murfreesboro, Tenn.— 
Aug. 11, p. 98. 

Films for Dealers’ 
p. 74, 


Use—Nov. 17, 


New and Remodeled Stores 


Something to Crow About (Crow 
Lbr. Co.), Seattle, Wash.—Jan. 28, 
p. 36. 

Modernization Triples Business in 
This Store (Badger Lbr. Co.), Kan- 
sas City, Kan.—Feb. 11, p. 74. 

Moves Into New Quarters (Fosier 
Lbr. Co.), Leoti, Kan.—Feb. 11, p. 108. 

Merchandising in the Modern Man- 
ner (Gipson Lbr. Co.), Appleton, 
Minn.—Feb. 25, p. 52. 

Good Ideas for the 
(Northbrook Lbr. Co.), 
Ill.—Mar. 10, p. 108. 

Three Point Formula for Success- 
ful Merchandising (Brown-Bowen Lor. 
Co.), Stafford, Tex.—Mar. 10, p. 11/4. 

Conference’ Rooms Tell Materials 
Story (John W. Fisher Lbr. Co.), 
Santa Monica, Calif.—Mar. 10, p. 1:0. 

The Lion’s Share (Lyon- Gray Lr. 
Co.), Dallas, Tex.—Mar. 10, p. 104 

Modernization Begins at 
(Bailey’s Lbr. Yard), Miami, 

Mar. 10, p. 142. 

The Great Brink Street Expansion 
(Rosenthal Lbr. & Fuel Co.), Crysial 
Lake, Ill.—Mar. 24, p. 44. 

“Home and Family Store” Puils 
Big Crowd (Cary Lbr. Co.), Durha, 
N. C.—Apr. 21, p. 24. 

Everything on Display (J. H. Jack- 
son ae Co.), Denville, N. J.—May 
5, 6 

| aed Planning Service Boosts Sa es 
(Anderson Lbr. Co.), Provo, Utak— 
May 19, p. 42. 

10,000 People Meet Uncle Bims:co 
(Bimsco, Inec.), South Bend, Ind— 
June 2, p. 40. 

New Tepee for Mohawk (Mehe: vk 

(continued on page 61) 
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WOT 


TALK ABO LES! 


§ THE CHALLENGER BOR-N-SET SERIES OF LATCHSETS 
AND LOCKSE} <E,|SETTING SALES RECORDS! 


Feature for feature these two great series 
are unequaled in their fields and the 
acceptance of their quality is indicated by 
the growing demand for them. Made of 
only the finest steel, brass and aluminum 
and designed for quick, simplified 
installation, the beauty of these 

two Series is now protected by a new 


enamel that does not amber in 





strong sunlight and is impervious to 
800 SERIES SEMI HEAVY DUTY 
Cylindrical Latchsets and Locksets 
This series comprises 23 functional Latchsets 
and Locksets to meet every building need. 

| Simplified design, eliminating all unnecessary 
working parts, assures “many years of long, 
trouble-free, operation. 


the usual solvents‘and thinners 


used in the building field. 


QUALITY is the key to Sales. 


Sales are the proof of Quality and 


Laman hea tey OSG VY dios, oy tne 


COTE PRE eee eee 








everyday these two great series prove 
over and over again that quality 


makes sales. 


A 











200 300& 400 SERIES SELF ALIGNING 


Cylindrical Latchsets and Locksets 
Serra for interior doors, the 200 is for 
passage doors and the 300 has push button 
locking for bathroom and bedroom doors. 
00 series is for exterior doors. This 
series is known for its high quality. 





HOLLYMADE HARDWARE MFG. CO. 
4865 EXPOSITION BOULEVARD, LOS ANGELES 16, CALIFORNIA) * Canadian Factory: 22 Ripley Avenue, Toronto, Canada 
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NRLDA Considers 
New Grading Rules 


The Lumber Standards Commit- 
tee of the National Retail Lumber 
Dealers Association made their 
initial report to the entire Board 
of Directors in Washington on 
November 19th. 

Many suggestions were sub- 
mitted to the committee which will 
be taken up in due course. How- 
ever, there was one recommenda- 
tion made by the Southern Califor- 
nia Retail Lumber’ Association 
which had the support of certain 
representatives of the West Coast 
Lumbermens Association, namely 
to change the grading rules of 
Douglas Fir construction lumber 
from number to name grades. 
This change to be as follows: 


A. 





as “Select Structural” 


B. “ 2 Common & Better’ 
(25% +2) to be called “Con- 
struction Lumber” 


C. +3 Common (Low grades of 
#2 and high grades of #3) 
to be called “Utility Lumber” 

D. Low liners in #3 and all of 


#4 to be called “Economy 
Lumber” 


The reasons given for 
recommendation were: 


this 


1. Recognition that an unfavor- 
able situation already exists; 


2. To get away from the infer- 
ence of condemning our 
merchandise by intentionally 
labelling it inferior by using 
grades marked lower than 
#1 Common. 


3. We would be following the 
precedent set by the meat in- 
dustry in their labelling of 
“Choice,” “Prime,” ‘Good,’ 
etc. 


4. It will not interfere with in- 
dustrial grades, car decking, 
railroad materials, etc. 


5. It would not change any 
practice that is now being 
followed between mills and 
the retailers. 


Certain dealers from the middle 
west were opposed to the change, 
since it would include a certain per- 
centage of #2 Common in “Con- 
struction Lumber.” They indicated 
that their market demanded #1 
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“Select Structural” to remain , 
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Common, or better, and that they 
were having difficulty now in dis- 
posing of the #2 Common that 
the mills were forcing them to take. 
However, it was pointed out to this 
group that nothing in this change 
would disturb the normal relation- 
ships existing between certain mills 
and certain retailers and that the 
situation could be cleared up under 
the new name grades just as easily 
as it could be handled with the 
numbered grades. 

It was further brought out that 
this change could not be made un- 
less a majority of the mills, retail- 
ers, and other buyers were in favor 
of it. To make the change it would 
have to be more or less generally 
unanimous from all segments in- 
volved. It would take at least a 
year before all interested parties 
could be contacted and presented 
the plan. It was further thought 
that if the plan did go into effect, 
possibly other species of construc- 
tion lumber might eventually fol- 
low this lead. 

However, since this proposed 
change would be at least a year off, 
and since the Standards Committee 
felt that some steps should be 
taken to protect the consumer, the 
committee proposed that the Na- 
tional Board of Directors go on 
record at once, endorsing grade- 
marking of all lumber in all species. 
This suggestion was unanimously 
passed by the Board with instruc- 
tions that all producing groups be 
notified of this action. 


c 
December 29, 1952, AMERICAN LUMBERMA | © 














Weyerhaeuser Aids 
In Power Shortage 




















In these days of critical power 
shortage in the Pacific Northwest, 
Weyerhaeuser Timber Company is 




















a refreshing exception—a major§ 








industrial firm that produces more 
electric power than it consumes. 




















The production of power at Wey- 
erhaeuser mills is one result of the 











firm’s determination to use as much 








of the forest harvest as possible. 








In this instance, electrical energy§ 








is created from bark, sawdust and 
other sawmill left-overs that mizht 
otherwise be wasted. 

















No, Weyerhaeuser isn’t in the 
power business. In times of povver 
shortage, however, Weyerhaevser 
generators step up kilowatt pro- 
duction and the extra electricit is 
sold to local power companies nd 
public utility districts. 



















Six Weyerhaeuser plants are in- 





terconnected electrically with thef 





Northwest Power pool and are de- 
livering approximately 1,500,:)00 
kilowatt hours per week to the 
pool during the current shorti ge, 
while withdrawing less than 5)0, 
000. This is a net gain to the } 00 
of more than a million kilov att 
hours a week. 











The six Weyerhaeuser mills in- 
terconnected with the Northv est 
Power pool are the Everett, Wash. 
pulp division and Weyerhaevse! 
lumber-division plants at Snog 1al- 
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Enumclaw, Raymond and 
view, in Wash., and Spring- 
Oregon. 


iday Slump 
Tacoma 


he lumber market in the 
yma area appears to be beset 
1oliday doldrums. Both inquir- 
and demand have eased off. 
s are still cutting, but inven- 
es are getting heavier than is 
‘rally desirable so near the end 
he year. The situation however 
ot one to cause unusual alarm 
his season of the year as a holi- 

slump is almost traditional 
i the lumber market. 


’aterborne cargo movement has 


1 holding up in pretty good 
pe, considering the general 


rket situation. One of the larg- 


lumber cargoes to be taken 
n here in recent years left for 
east coast this week on board 
steamer Albert Burleson. She 
led approximately 6,500,000 
, of which about 1,500,000 feet 


yas supplied by the St. Paul & 


oma Lumber Co. The balance 


yas barged here from other mills 
ited nearby. 

‘he freighter Harpoon loaded 
50,000 feet of lumber here, also 
sstined for the east coast. The 
vmpic Pioneer sailed during the 


k after loading lumber for 


aifornia. Other recent shipments 


n here have included small 
ber cargoes for South America, 


i°ope and the Orient. 


‘attle’s longshore dispute neces- 
ted the transfer to rail carrier 
several inbound shipments of 


1 lippine mahogany and other 


iwoods. 


rket Quiet 
Seattle 


ptimism for good Spring buy- 
is rampant but the present 
ket is rather quiet. There is a 
lency to firmness in view of 
ilinent holiday shutdowns and 
yard buying but there are 


(se who paint a gloomier picture 
eintaining that two large opera- 


‘ have reduced prices $5.00 and 
some mills shut down early 
iuse glutted with lumber. 


(sreen fir dimension is about $2. 


E hig 
23h. diy 
I cor 


| He 


B 


~ 


ier than a fortnight ago. Dry 
ension is not plentiful. No 4 


*mon has been offered for $15. 


alock dimension parallels fir in 
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advancing $2. Cedar siding is un- 
changed in price and most manu- 
facturers have 45 day order files. 
It is hard to get quick shipment. 
Shingles are a little firmer but 
prices are unchanged. 

Most seasonal pine supplies are 
nearly gone. Ponderosa shop is a 
little scarce. Demand for Idaho 
White pine is good with mills put- 
ting customers on a quota basis 
but with prices the same. Very 
little dry Englemann spruce is 
available. Dry spruce dimension is 
$3. higher than prices previously 
quoted in this column. 

Much of the business being 
transacted calls for special sizes 
and lengths to fill in. Large quanti- 
ties of lumber continue to move by 
ship to the Atlantic Coast and 
markets are overloaded. Japan is 
the only export market at all 
active. 

Shingle logs are stronger than 
30 days ago now being quoted at 
80 to 95 for No 1’s. Lumber logs 
move at 85 to 105. Other log prices 
are unchanged. 


Prices Firm 
At Kansas City 


The lumber trade moved into the 
traditionally dull holiday season 
and demand was slow but prices 
were firm and in instances higher 
than in recent weeks. Weather 
proved to be a determining factor, 
as production was curtailed by the 
rains and cold. Also, mills do not 
have any sizable amount of stock 
on hand and the weather is work- 
ing again drying. 

Retailers are calling for prompt 
shipment on virtually all business 
placed. Retailers, it is generally 
agreed, are not carrying sufficient 
stocks for any increase in business, 
even though of a limited extent. 

The Federal Reserve bank’s 
monthly report covering more 
than 170 retail yards in seven 
Southwestern states shows that at 
the start of November inventories 
were 2% less than a year ago, and 
yards did not have too much stock 
in the like 1951 period. 

Mills have substantial order files, 
with a great deal of special orders 
included. Some items, notably No. 
1 dimension and No. 2 boards, have 
been in short supply for several 
weeks. Even the gum items are 
turning scarce, and it will be re- 
called that during the summer, 
gum wood virtually went begging 
for a buyer. 

The Federal Reserve bank re- 


ported that lumber sales in October 
were 5% larger than a year ago 
and that for first 10 months of 1952 
volume ran 2% ahead of a year 
ago. 


Nationally 


Lumber shipments of 484 mills 
reporting to the National Lumber 
Trade Barometer were 5.7% below 
production for the week ending 
December 6, 1952. In the same 
week new orders of these mills 
were 8.1% below production. Un- 
filled orders of the reporting mills 
amounted to 33% of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 19 
days’ production at the current 
rate, and gross stocks were equiva- 
lent to 55 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
3.6% above production; orders 
were 1.6% above production. 

Compared to the average cor- 
responding week in 1935-1939, pro- 
duction of reporting mills was 


61.5% above; shipments were 
64.9% above; new orders were 
38.7% above. Compared to the 


corresponding week in 1951, pro- 
duction of reporting mills was 
1.8% below; shipments were 4.2% 
above; and new orders were 3.4% 
above. 


Southern Pine 


Shipments of Southern Pine by 
the 132 mills reporting to the 
Southern Pine Association for the 
week ending December 6, totaled 
18,573,000 feet, 5.85% below pro- 
duction. Orders for the week ran 
to 15,242,000 feet, 30.89% below 
the three year average. Production 
was 19,728,000 feet, 10.55% below 
the three year average. 


Western Pine 


Production of Western Pine and 
Associated Woods by the 106 mills 
reporting to the Western Pine As- 
sociation for the week ending De- 
cember 6, totaled 62,408,000 feet. 
This compares to 68,283,000 feet 
last year. Shipments for the week 
ran to 59,308,000 feet, 5% below 
production. Shipments were 67,- 
888,000 a year ago. Orders for the 
week were 59,342,000 feet, as com- 
pared to 64,735,000 feet a year ago. 
Unfilled orders totaled 173,765,000 
feet. A year ago they were 174,- 
114,000 feet. 
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Lumber Prices at Press-time 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made — 


mately ten days before receipt of the magazine. 


Bold face listings denote 


market price changes since the last issue—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 


B&Btr. Cc D 
ss ) PPrrrererire 155.00 150.00 105.00 
Flat Grain Flooring 
Perr eoccce 130.00 125.00 93.00 
URE wcccccccccce 155.00 160.00 105.00 
Drop Siding 
1x6 (Pat. #106).150.00 145.00 110.00 
1x6 (Pat. #116).155.00 145.00 105.00 
Ceiling 
TEMES ccccccccess 125.00 123.00 80.00 
ix4 -115-125 120.00 80.00 
Roards and Shipiap and 2” (Green) 
1x6 1x8 1x10 1x12 
Se eer 65.00 67.00 67.00 75.00 
No. 2...... 58.00 59.00 59.00 68.00 
Os DS ovccer 51.00 53.00 51.00 60.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 


2x 4 75.50 75.50 75.50 75.50 75.50 
2x 6 72. 50 2.50 72.50 75.50 73.50 
2x 8 70.50 70.50 70.50 72.50 72.50 
2x10 72.50 73.50 72.50 72.50 72.50 
2x12 72.50 70.50 70.50 72.50 72.50 
No. 2 Dimension 
2x 4 67.50 67.50 70.50 69.50 69.50 
2x 6 68.50 65.50 69.50 69.50 69.50 
2x 8 68.50 68.50 68.50 68.50 67.50 
2x10 68.50 68.50 68.50 68.50 68.50 
2x12 68.50 68.50 68.50 68.50 68.50 
No. 3 Dimension R/L Only 
EE aia aie ate acne ad eae eae ae 48.00 
8 ey er er ee re 46.00 
ED srelinhrarg Atanas lo oven dial arse ane 43.00 
1 Be ee ee re 38.00 
NE Bike see Sa eaten cs hae cian 35.00 


(Add 10-15 dollars for dry lumber) 





RED CEDAR SHINGLES 


Royals 
No. 1 24” 4/2 13.50 
No. 2 24” 4/2 8.00 
No. 3 24” 4/2 5.00 
Perfections 
No. 43° 5/2% 10.25 
No. 2 18” 5/2%4 4.35 
No. 3 1 5/24 4.35 
xxxxx 
No. 1 16” 5/2 8.75 
No. 2 16” 5/2 4.50-4.75 
No. 3 16” 5/2 4.00 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6’ to 16’ are: 


Beveled Siding, % Inch 


Clear mae — 
%x4 inch ...... 80.00 75.00 50.00 
%x5 inch ...... 85.00 80.00 60.00 
Tae SOM cccces 105.00 100.00 85.00 
SARS SHOR cc cncs 135.00 130.00 90.00 
Clear Bungalow Siding, % Inch 
eae 170.00 165.00 125.00 
eee 195.00 190.00 150.00 
i err 195.00 190.00 150.00 
Finish B and Btr, S2 or 48, 
6’ to 10’ or Rough 
Ye Se Re eae ree 240.00 
0 Rare ree errr 240.00 
SSE. a wsne wee eedeevee nae ueweee 250.00 
Ceiling or Flooring, B and Btr, 9-16’ 
B&Btr. Cc 
Se: Saiwekexwanas 120.00 100.00 90.00 
| ee 120.00 115.00 95.00 


Discount on mouldings 620’ -20’ odd 
lengths. 


Series 8,000 
—— under 4.00—list plus 35 per 


cent. 
Listing 4.00 and over—list plus 35 


per cent. 
Clear Lattice, 5-16”, 6-16’ 
100 Lin, Ft. 
DEE £46:060s0éeb000-c0GoN eeeeuses 1.50 
RRR IRES per NEES AE ihe Ri era Pace Ss EEE. 1.75 


WESTERN PINES 


Ponderosa Pine 


6/4 RW 

Selects and 
S82 or 48 4/4RW 6/4RW 8/4 RW 
C&Btr RL ...250.00 255.00 265.00 
> S2s No.1 No. 2 
2 ee 142.00 110.00 
6 Oe CT Pre se 142.00 110.00 

Commons, S82 or 48 

&Btr No. 3 No. 4 
 - - eee 124.00 88.50 72.00 
SESS Fee 6 scies 124.00 88.50 70.00 


Idaho White Pine 
Selects S82 or 


x4 x6 1x8 1x10 
a RL 270.00 oat 00 271.00 278.00 


ana 239.00 239.00 239.00 250.00 
Commons, S82 or 48 No. 1 N No. 3 
© bbévenewana 157.00 146.00 118.00 
BREE cvovdweeees 188.00 151.00 118.00 
Sugar Pine 
Selects 
S2 or 4S 4/4RW 5/4RW 8/4 RW 
B&Btr. RL ..270.00 280.00 285.00 
>. ee 265.00 275.00 280.00 
ee 235.00 245.00 245.00 
Shop, S28 No. 1 No. 2 No. 3 
are 157.00 125.00 85.00 
ee cabseetence 157.00 125.00 85.00 





OAK FLOORING 





Clear Pin #x2% #4x1% %x2 %x1% 
White ..180.00 155.00 177.00 162.00 
Red ....185.00 160.00 177.00 162.00 

Sel. Plain 
White ..160.00 135.00 167.00 152.00 
Red ....168.00 140.00 167.06 152.00 

#1 Com. 

Pin White 

& Red ..145.00 115.00 125.00 115.00 
#2 Com. 

Pln White 

& Red .. 80.00 55.00 82.00 77.00 
#1 Com. 

& Btr 

Shorts, 

1%” ...100.00 75.00 97. 00 97.00 

SOUTHERN PINE 
Vertical Grain Flooring 
B&Btr. Cc D 

1x4 .....+....+-175.00 165.00 145.00 

Flat Grain Flooring 
1x4 ......-2----160.00 150.00 110.00 
1x6 ..........--190.00 180.00 140.00 

Drop Siding 
1x6 (Pat. #106).170.00 160.00 130.0 
1x6 (Pat. #116)°170.00 160.00 130.00 

Boards & Shiplap 

1x6 1x8 1x10 1x12 
No. 1 ...100.00 105.00 115.00 140.00 
No. 2... 75.00 77.00 77.00 80.00 
No. 3... 60.00 65.00 65.00 70.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
00 


2x 4 89.00 \s 92.00 102.00 102.00 

2x 6 85.00 85.00 86.00 96.00 96.00 

2x 8 88.00 88.00 90.00 96.00 98.00 

2x10 98.00 99.00 99.00 107.00 110.00 

2x12 104.00 104.00 104.00 115.00 120.00 
No. 2 Dimension 

2x 4 82.00 83.00 85.00 95.00 95.00 

2x 6 78.00 79.00 80.00 89.00 91.00 

2x 8 78.00 79.00 80.00 89.00 91.00 

2x10 82.00 83.00 83.00 89.00 91.00 

2x12 82.00 83.00 83.00 89.00 91.00 
No. 3 Dimension R/L Only 

2x 4 59.00 .... ee 

2x 6 58.00 

2x 8 57.00 

2x10 57.00 

2x12 57.00 


REDWOOD 
Bevel Siding ; 
%x 4 V.G. Clear All Heart....... 0.008 
%x 6 V.G. Clear All Heart....... 1.7.00 
lx 8 V.G. Clear All Heart....... 1 8.00 
5gx 6 V.G. Clear All Heart....... 1 7.00 
54x 8 V.G. Clear All Heart....... 1.5.08 
54x10 V.G. Clear All Heart....... 155.008 
%x 6 V.G. Clear All Heart....... 1.4.00 
%x 8 V.G. Clear All Heart....... 1.4.09 
%x10 V.G. Clear All Heart....... 2:57.06 
%x12 V.G. Clear All Heart....... 2°1008 
Note: A grade V.G. Redwood Si ting 


operat. $5.00 less for % and & inf 


ove sizes. $5.00 less for % inc: {py 
above sizes. 
Ansgac Siding 
1x10 V.G. Clear All Heart. 220.00 


1x12 V.G. Clear All Heart....... 240.0) 
Note: Deduct $8.00 for A Grade. 


Finish 
4 Clemr Bienrt Bae occ. ccccs 155.00 
© Coen BROREE BOS 2 oc cccccece 1° 5.00 
ES © GeGRe BOO e Be oc cccicvses 200.00 
1x10 Clear Hieart B46... ccccccce 215.00 
ERED COURS BEGETE BS cccicccecess 225.00 





FYou 


mo: (1 


» cor 


cus 0) 


30.0 bui t 


Fare & 
) rena 


Serr ae 


Note: A Grade 1x4, 1x6, 1x8 deduct® 


$10, 1x10 and 1x12 deduct $15. 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&éBtr. C D 


1X4 ...020222---150.00 140.00 160.0) 
Flat Grain Fiooring 

BEG cccccccscccskenee 136.60 $3.0) 

1x6 .......-----155.00 150.00 100.0) 
Drop Siding 

1x6 (Est #106).145.00 135.00 165.0 

1x6 (Pat. #116).145.00 140.00 105.0) 
Ceiling 

> ee 70.0 

ee -nakmewas “10- 120. 108. tts $0.01 
—n and Shiplap and 

1x6 1x8 1x10 ix) 

Bl dawses 80.00 82.00 82.00 82.00 

me Oe sien 77.00 77.00 77.00 77.00 

Pe saoacs 64.00 66.00 66.00 66.00 


12’ 14’ 16’ 18’ 20' 
74.00 77.00 
74.00 74.00 
76.00 76.00 
74.00 74.00 
2x12 74.00 74.00 


No. 2 Dimension R/L Only 


2x 4 69.00 69.00 72.00 
2x 6 69.00 69.00 69.00 
2x 8 76.00 76.00 76.00 
2x10 74.00 76.00 74.00 
2x12 74.00 74.00 74.00 


No. 3 Dimension 





ENGELMANN SPRUCE 


Boards and Shiplap 


(dry) 1x6 1x8 1x10 1xi2 
No. 2&Btr.. .109.00 109.00 114.00 129. 
No. 3&Btr... 81.00 86.00 86.00 £5. 

No. 1 Dimension 

12° 14’ 16’ 19° 20" 
2x 4 80.00 80.00 80.00 86.50 £ 3.5/ 
2x 6 77.50 77.50 77.50 81.50 £1.50 
2x 8 77.50 77.50 77.50 81.50 £1.50 
2x10 77.50 77.50 77.50 84.50 £4.50 
2x12 80.50 80.50 50 84.50 £4.50 

No. 2 Dimension 
2x 4 74.50 74.50 74.50 74.50 74.50 
2x 6 74.50 74.50 74.50 74.50 * 4.50 
2x 8 74.50 74.50 74.50 74.50 4.50 
2x10 74.50 74.50 74.50 74.50 74.5! 
2x12 74.50 74.50 74.50 74.50 * 4.50 
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(Boards graded No. 1, 2, 3, at flathy 


price; no price for straight No. 2. Mills 
do not grade out No. 3 dimension s ‘pa: 
rately as in fir.) 
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rnext jump... 


10’s going to profit the most in the next 12 — 


hs? The dealer who realizes that the time has 
to change his sales thinking and approach to 
mers! 
istomers who shy away from modernization and 
ling roughly fall into two groups. Those who 
onvinced they can’t afford to act. And those who 
iin in the “wishful thinking” class, never have 
decisive goal. Let’s see how both of these groups 
really be sold. 


. cash in on these facts 


spite of heavy tax burdens and sky-high living 
, there are many assets in your favor. Among 
i, record-breaking employment and the fact that 
more families today have two or three income- 
ucing members. Americans today are also much 
er covered by company and individual insurance 
s for security—and have rolled up the biggest 
ngs in history. 


|'wo more big “plus” signs in your favor ... more 


ile of moderate means own dividend-paying stock 
1ajor companies than ever before! So it is obvious 
have money to invest. And Americans are still 
ering away millions of dollars per month on 
rettes, candy bars and soda pop. So it is equally 
ous they still have cash to spend. 
ith all these assets, ranging from higher family 
me to greater security and available cash, why 
sO many people are convinced they can’t afford 
uild or modernize? Because most of them have 
ped to this conclusion without getting the full 
s. And because most dealers have let public mis- 
‘rstanding grow instead of hammering home the 
facts constantly with the right kind of advertis- 


‘he higher taxes and living costs are, the more 


ntial it is to dramatize how easy it is to pay for 
*~w home or modernization. Not in just one or 
ads a month, but repeatedly until the idea really 
s in. Take this ad, for example. 


EASIER THAN EVER TO BUILD! 


“tere’s how you can easily afford to build right now. 


| mo 
B sty 


by j 


New 


aot plans to meet your individual needs. 


dly pay for your new home just as you pay your gas 
electric bill . . . by the month. No extras and no 


r ver of increases like rent! We take the greatest care 


rrange monthly payments you can safely meet... 
For free 
rmation, see our Mr. Pomeroy today.” 

ds on financing mean very little to most readers 
SS you do one of two things. Either compare 
r products to other expenses that are easy to meet. 
give actual figures illustrating how little it costs 
‘edecorate or insulate the average 5-room house. 
s only when the public constantly sees “$5.00 a 
ith” or “Only $7.50 a month” that they will 
mgly associate easy payments with your products. 


orm Advertising, Inc. 
York, N. Y. 
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. . . What scares customers off 


What people hear and see most are five-figure price 
tags on small model home signs and houses in re- 
altors’ ads. So naturally they jump to the conclusion 
they can’t afford to build. On top of this, they have 
heard all kinds of conflicting reports on down pay- 
ments in the last few years, ranging from 20 to 50 
percent—are completely confused and misinformed 
because of rumor and changes in regulations. For 
these reasons, it is essential to run the strongest, 
clearest monthly payment ads you can, as often as 
you can, if you are to profit. 

Because of five-figure price tags even on small new 
houses, people are also convinced that modernization 
costs must be exorbitant. The only way to break down 
this association of ideas and get action is to tell them 
exactly how much each modernization job costs per 
month. When people begin to associate low price tags 
with dozens of different modernization jobs, the idea 
will finally sink in that they can easily afford almost 
any improvement they want. 


. . . more profitable action 


The only way to change “wishful thinkers” into 
hot prospects is to reach out to them week after week 
with advertising that stresses three things. First, 
never leave anything to your prospects’ imagination. 
Make sure every ad you run is packed with concrete 
suggestions that eliminate vague, fuzzy thinking — 
focus attention on specific goals. For example, never 
run general copy on millwork. Always suggest real 
goals like, “Handsome built-in china cabinets for your 
dining room, a new fireplace mantel piece, extra cup- 
boards and shelves for kitchen and closets.” 

Second, every ad you run should make each goal 
sound easily attainable. Place strong emphasis on 
ways and means. For example, always make it clear 
which improvements come under your Budget Pay- 
ment Plan and how little they cost per month. Most 
people have no idea they can buy improvements like 
china cabinets or fencing for just a few dollars 
per month. And no idea that “big things” like roof- 
ing and insulation cost as little as $5.00 per month. 
Or that down payments are no longer necessary. 

In your ads, tell the public you can help them with 
plans for everything from a simple breezeway or 
space-saving kitchen cabinets to an extra attic bed- 
room or a complete new home. Most people have no 
idea lumber dealers offer this service, or that small 
monthly payments cover many of your planning serv- 
ices as well as materials. A great many people keep 
postponing improvements because they are afraid 
of big architectural fees on top of material and labor 
costs. Whenever possible, also emphasize the fact that 
you will gladly recommend painters, carpenters, roof- 
ing applicators or contractors they can trust. 

Remember, too, that you can sell many more “wish- 
ful thinkers” on big jobs if you start them on small 
ones like extra shelving or built-in book cases first. 
Attaining even one small goal and enjoying the bene- 
fits from it gives people a sense of accomplishment 
and eagerness to start working toward a bigger goal. 
So always make it a point to feature many little im- 

| . ° 
provements that are quick and easy to attain, as 
well as extensive jobs. 
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What’s YOUR Answer? 


1—If you want to look up any- 
thing in the past 1952 issues of 
AL&BPM, you may now do so with 
the aid of what? 

2—-Malt-a-Master could be the 
newest in electric mixers, but ac- 
cording to its advertiser it’s really 
the name for a precision milled, 
chemically treated what? 

3—Hardboard manufacturers re- 
cently organized themselves by 
establishing what? 

4—-Air tight, water tight, weath- 
er tight and “curv-tite” describe a 
submarine, but the advertiser uses 
these adjectives in talking about 
what product? 

5—Who is most frequently men- 
tioned as the new head of HHFA? 

6—You’ll have a chance to learn 
everything about moisture meters, 
dry wall application and other 
how-to-do-its if you attend what 
important coming attraction? 

7—Amerok’s new cabinet catch 
E9745 for interior doors and clos- 
ets retails for how much? 

8—A man doesn’t always have a 
lumber background when he steps 
into the business, as proved by 
what successful Wisconsin dealer? 

9—A sales-boosting hardware 
display board is being made avail- 
able to dealers by what company? 

10—For redwood siding, panel- 
ling, etc. that’s air dried before it’s 
kiln dried, you can rely on what 
advertiser ? 

Answers on page 61 
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WHAT’S NEW 





Products .... Sales Aids .... Literature 


SEND FOR THESE: 


“Care, Adjustment and Mainte- 
nance of Your Russwin’ Builders’ 
Hardware,” a 48-page booklet, has 
been prepared for the purpose of an- 
swering some of the questions that 
arise in connection with the servicing 
and minor adjustments of Russwin 
builders’ hardware. The booklet of- 
fers suggestions which are commonly 
regarded as simplest and most suc- 
cessful to follow in order to assure 
efficient performance. It clearly sets 
forth simple pointers on how to care 
aad regulate door closers and over 
head door holders, or tighten a knob, 
what to do when a latch bolt binds, 
how to lubricate a butt, simple illus- 
trations of how hardware can be 
easily adjusted, easily serviced or 
easily replaced when necessary. Write 
The Russell & Erwin Division of the 
American Hardware Corporation, 
Dept. AL, New Britain, Conn. 


“Fireproofing with Perlite” is an 
illustrated folder summarizing basic 
details of 32 approved fire retardant 
constructions using lightweight plas- 
ter or concrete made with perlite ag- 
gregate. The new two-color pamphlet 
gives construction details for thin, 
lightweight, easily-applied fire pro- 
tection for columns, floors, ceilings 
and partitions. Diagrams show the 
required thickness of perlite plaster 
or concrete, furring details and other 
basic elements to obtain the listed 
fire rating. Technical data is com- 
pactly arranged for quick reference 
by architects, contractors, engineers, 
building officials and others interested 
in fireproofing methods that reduce 
dead load, occupy minimum floor space 
and speed up construction. For copy 
write Perlite Institute, Dept. AL, 10 
East 40th St., New York 16, N. Y. 


New uses for aluminum in archi- 
tecture are revealed in “Welcome to 
the General Sales Office,” a new 28- 
page booklet published by Reynolds 
Metals Company. In it is presented 
all the information needed to properly 
orient a visitor to Reynolds new Gen- 
eral Sales Office in Louisville, re- 
ported to be the most modern office 
building in the entire south. Nine 
pages in the front of the new booklet 
present a detailed floor-by-floor de- 
scription with some 27 illustrations 
showing the various activities and 
facilities in the 5-story general sales 
office building. On the next five pages, 
17 illustrations are devoted to the 
many new and novel architectural 
uses of aluminum, many of which 
had their first large-scale application 
in this building. For copy of the book- 
let, write Reynolds Metals Company, 
Dept. AL, 2500 South Third St., 
Louisville 1, Ky. 


“Lady, Lend Us Your Dog”’ is title 
of the current edition of Clark’s Ma- 
terial Handling News. It is the case 
history of how a Canadian executive 
saved $4,500 a year directly and in- 
creased usable storage space by 37,000 
cubic feet when he installed a fork 
truck handling system. A. L. Gray, 


December 29, 1952, AMERICAN I.UMBERMAN & 


president of Blackwoods Beversge} 


Ltd., Vancouver and Winnipeg, (an. 
ada, tells the story in the first per son, 
The title, “Lady, Lend Us Your D.g.” 
refers to the episode that first got 


Mr. Gray interested in modern héend.f 
ling methods, but further explanai ion} 
would give away the punch line off 


Mr. Gray’s story. The new magazine 
also shows how fork trucks are wsed 
to cut costs and raise efficiency i. 
multitude of other industries. Fo: 
free copy, 
Company, Industrial Truck Division 
AL, Battle Creek, Mich. 


_A new folder, How to Plan An <n. 
niversary Campaign, is now available 
on request. Write Castle Island Press, 
— 5417 Monroe St., Chicago 





New Sales Aid for V-Lite 


A new sales-building tool for R- 
V-Lite dealers has been launched 
by the manufacturer of R-V-Lite 
and Vimlite All-Purpose Window 
Materials. The new device is a 
continuously printed “slipsheet’” in- 
serted in every roll of “V-Lite”, 
newest item in the R-V-Lite line. 
As the V-Lite is unrolled, two full 
repeats of the design appear on 
every yard of slip-sheeting with 
small sketches illustrating dozens 
of V-Lite applications for farm 
and home. Ranging from appliance 
covers. to greenhouses, garment 
bags to storm windows, the illus- 
trations suggest additional uses 
while the dealer measures the maie- 
rial, creating many extra “impulse” 


write Clark Equipment? 
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V-Lite is an all-purpose, clear viry] 
plastic sheeting with no mesh rei- 


forcement. Write Arvey Corpo1- fF 
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Aico Label Holders 


ico Label Holders are specially 
des gned for easy attachment to 
bins, shelves, cabinets, counters, 
shoveases, etc. They can be quickly 
affixed to almost any type of sur- 
face with cement, tacks, screws or 
staples. These neutral-ivory plastic 
holders are fire-proof and extremely 
durable. Holders are packaged in 
boxes of 10, complete with perfo- 
rated paper inserts and clear ace- 
tate faces ready to slide into place. 
Several sizes are available. Special 
sizes will be made to order. Write 
Aigner Index Company, Dept. AL, 
97 Reade St., New York 13, N. Y. 





| Fo ce Flo Gun Loader 


'_ "he new 1953 model Force-Flo 
_ Ca lking Gun Loader solidly loads 
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» an reloads caulking gun cylinders 
» Wit. any viscous materials direct 
fron bulk containers safely and 
| economically. This newest lever- 
» act on type, manually-operated Gun 
)Lo:der is durably built to with- 
) Stand severe every day usage. It 
| has many improved features, re- 
» Sulting in cleaner, better work and 

asving in operation time, material 
) anc effort on all jobs under all 
Weather and atmospheric condi- 


i tions. Savings are realized because 


the loading device readily fits the 
original refinery-filled containers 
which are more economical to use. 
The new model Gun Loader con- 
sists of a top structure containing 
the levering handle, piston rod and 
disc, the vertical loading tube, 
and a non-buckling, non-breakable 
metal base. An operator removes 
the cover from a 50 pound, five- 
gallon caulking pail of standard 
1114,” diameter, places the pail on 
the unit base and safely secures 
the loader to the container by 
tightening two lock screws. The 
caulking gun cylinder quickly 
clamps to the vertical loading tube. 
Write Force Flo, Inc., Dept. AL, 
6810 Euclid Ave., Cleveland, Ohio. 





"Handi-Hanks" 


New Bedford Cordage Company 
now offers manila rope in packaged 
hanks under the trade name of 
“Handy-Hanks’”’. Hanks of 4, %, 
and 1%”-diameter rope are avail- 
able. Each hank contains 35’ of 
manila rope. Twenty, sixteen, or 
six hanks are packaged to a carton, 
depending on rope diameter. All 
Handi-Hanks in any given carton 
are coiled from one continuous piece 
of rope. Red bands on sections of 
rope between hanks indicate 35’ 
marks. The dealer can cut off any 
required number of hanks merely 
by cutting at the proper band. 
When the rope is cut at a band the 
section of the band on either side 
of the cut automatically acts as a 
whipping which prevents the rope 
from unravelling. Pre-packaged 
Handi-Hanks make a natural sales 
display when the cover is removed 
from the carton. Each hank is se- 
curely bound with twine and 
wrapped in an individual paper 
sleeve. The cartons for rope of all 
three diameters are the same size. 
Write New Bedford Cordage Com- 
pany, Dept. AL, New Bedford, 
Mass. 























"How we make 
our Garages 
lighter and private’ 














says a typical builder 


“We know we're making a satisfied 
customer when we put in a panel of 
Insulux Glass Block®. We know the 
garage will be lighter and more private 
... that outsiders can never tell what's 
stored inside.”’ 


With glass block there’s no upkeep 
—no reputtying or repainting. Panels 
can be hosed down to clean—there’s 
nothing to rust or rot. If garages are 
below house level, glass block panels 
are a natural. They're weatherproof, 
waterproof, and impervious to 
weather of all kinds. ¢ 


Supplies of Insulux Glass Block 
and all of the installation materials 
needed are noncritical and immedi- 
ately available in quantity. 

Send for the details and be ready 
when customers ask about this use of 
glass block. Write: Insulux Glass 
Block Div., Kimble Glass Company, 
Dept. AL-12, Box 1035, Toledo 1, O. 


KIMBLE GLASS 
COMPANY 


Subsidiary of Owens-Illinois Glass Company 
Toledo 1, Ohio 
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SOUTHERN PINE LUMBER 








KILN DRIED YELLOW PINE --- END-MATCHED FLOORING --- TIMBERS 


DIBOLL, TEX 


SALES OFFICE 


-* GAK FLOGRING 


SOUTHERN HARDWOODS 
DIBOLL ano PINELAND, TEXAS 


MILLS 





HOMES THAT GROW 


NEW PLANS FOR EXPANDABLE HOUSES 
Samuel Paul» arcuitect 





New Home-Plan Book 


Build a two-room house now— 
expand it to six rooms later. The 
Courtney is one of 25 expansible 
designs in “Homes That Grow” 
by Samuel Paul, A.I.A. A new 
idea in home-plan books, this 50c 
volume is being published by 
Architectural Plan Service, Inc. 
“Anybody who can afford a roof 
over his head can afford to build 
the Courtney basic house.” It con- 
sists of a studio living-sleeping 
room, a_ kitchen, -bathroom and 
storage area. There is no basement, 
no attic. Heating of the 20 x 20- 
foot area is accomplished with one 
or two-panel heaters of the gas 
or electric type. But from these 
modest beginnings there can evolve 
a gracious sprawling ranch home 
which will reflect the growth and 
progress of the family. This plan 
gives those who wish to do the 
building themselves the chance to 
move in quickly and to live on the 
site as wings are added and the 
home grows. Write Architectural 
Plan Service, Inc., Dept. AL, Macy 
Building, Jamaica, Long Island, 
i & 





Prime Coat for Porous Masonry 


Medusa Ruf-Seal Cement Paint, 
a new prime coat for porous ma- 
sonry, was developed primarily for 
the very porous lightweight aggre- 
gate concrete block surfaces which 
are becoming so popular. The high 
and variable degree of porosity and 
absorption of these porous ma- 
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ACCOUNT? 


HOBBS WALL, Redwood Lumb:r 
Distributors for the past 86 yea's 
are inviting inquiries from whol.- 
sale lumber distributors and com- 
mission men who also have built 
their business on years of honest 
dependable service. 


HOBBS WALL. 
LUMBER CO. 


Wholesale Distributors of 
California Redwood Lumber 


405 Montgomery Street, 
San Francisco 4 GArfield 1-7752 
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At your age! 


If you are over 21 (or under 
101) it’s none too soon for you 
to follow the example of our 
hero, Ed Parmalee (above) 
and face the life-saving facts 
about cancer, as presented in 
our new film “Man Alive!” 

You and Ed will learn that 
cancer, like serious engine 
trouble, usually gives you a 
warning and can usually be 
cured if treated early. 

For information on where 
you can see this film, call us 
or write to “Cancer” in care of 
your local Post Office. 


American Cancer Society 3 
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floors. The company reports its 
new wax, called RolEas, puts an 
end to messy mops and rags used 
in applying liquid type wax for- 
merly needed for this type of floor- 
ing. This new wax used in com- 
bination with the RolEas applier. 
: <a waxes floors in less than half the 
~ time formerly needed, with one 
third the effort, and the entire job 
is done from a standing position. 
The new wax is said to produce a 
harder, longer wearing finish than 
waxes commonly used on this type 


sont, surfaces has in some cases 
mac* good paint jobs difficult with 
ord. ‘ary paints. The block sucks 
up .e normal paint faster in one 
spo than in another, occasionally 
res ting in variation of color. Me- 
dus Ruf-Seal Cement Paint largely 
pre ents this condition as it fills 
} po: s and voids thoroughly in por- 


Be ee niet eee edie ak eee REE eee 





and workability of succeeding 
Medusa Ruf-Seal 
ime is government _ specification 
TI P21 Type II, Class B. The 


‘fe ASPHat TTILE 
RUBBER TILE 
tee! NOLEUM 


of paint. 


' me :ufacturer reports it is easily 
| mi ed by adding water, and recom- 
'me ds that it be applied with a 
scr b brush to thoroughly work it 


For Asphalt Tile and Rubber 


The makers of the RolEas Wax 
Applier have developed a water 
emulsion paste wax for use on as- 


of flooring and pores and checks 
are filled in the first application. 
The wax is also slip resistant. 
Write M & R Manufacturing Co., 









Oni- a x B p 
“& int. the pores. It is packaged in phalt tile, rubber tile and linoleum Dept. AL, 539 Ellicott St., Buffalo, 

built ff) 25 b. containers, and made in one 

~~ col r, white. Write Medusa Port- , 


BIG NEWS for DEALERS! 


lan: Cement Company, Dept. AL, 
/10¢9 Midland Building, Cleveland 
Ohio. 
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Are your builders interested in a 
new-design, ready-to-install pocket 
unit and wardrobe header that saves 
them time and money on the job? 
You bet they are, for the proof is 
that new MODERN GLIDE units 
have won instant acceptance wher- 
ever they’ve been introduced! 


Just nail them in — no special car- 
pentry needed. Plaster or wall board 
can be affixed immediately. No time 
lost by building pockets up on the site. 
Builders can concentrate on more im- 
portant spots of construction. 


Ideal for New Home building or the 
booming Remodeling market, the new 
MODERN GLIDE unit is very popular 
with homeowners, too. It features 
overhead storage space! 





New Sliding Door Wardrobe with 
Overhead Storage Space 





-eez, All-Metal Strip 


0 nails or other hardware are 
'reculred to use a new kind of 
brcaze weather-stripping which the 
ma ufacturer says can be installed 
on ny average door in less than 20 
mi. utes. Called Kel-eez, the new 
prc juet is an all-metal strip which 
att ches directly to wood or metal 


PACKAGED 
KNOCKED DOWN! 


e Less Inventory 
e@ Less Freight 
e Ease of Assembly 


They covet this extra wall space and 
increased floor and cubic footage now 
offered by MODERN GLIDE. They’ll 
save money, too, for MODERN 
GLIDBE’S hew wardrobe unit_(complete 
with sliding doors top and bottom) 
and its “In-The-Wall” Rolling Doors 
and By-Passing Dcors save material 
and labor—and these units will carry 


Modern Glide units can be 
sent right to the job site in 
the package—or from the shelf 














u fro nes and fits snugly against the any type of door. to job in package. Packaging 

r ed; 2 of the door. A special adhesive, pene sa fa cacianeaaenilis knocked down means easy 

) gu. ranteed to last indefinitely, holds Be the MODERN GLIDE dealer for —— 

s ) the weather-stripping firmly in your builders today! 

n _ pla e. Kel-eez consists of a flat base Eee ee eae 

Str p 134” wide with rolled edges Modern : “ se sie: atlas, ins iiiaita ail ; 

Bony * * - ease send, without obligation, the ‘Modern ide" 

t g SU} orting a thin gauge tempered Glide 1 folder and complete Salecnaiaes about tedere Glide 4 

e brcize insert which mows out ap- we Yo 1 units. ' 

af Prc<imately one-fourth inch from ere ' ! 

e the base strip when the door is aes aie ; RN Siac o erecta eee een cite Gear eee ’ 
oper. Sides of the insert work  operation— 1 ' 

e fre ly under the rolled edges of the will give 2 : I icisia. sc orccas Scr Sea Ro ER ee 

s : base strip. As the door closes the lifetime of i ' 

f flex:ble insert flattens against the owner satis- S Ras ere oe ee eee , 
| doce edge providing a broad con- faction. 7 C Dealer 0 Builder 


tac’ surface. The new product is (Check One) 


Py » als’ used for windows, as well as 
‘ 
r 


: DEALERS WANTED — 
} | doo: bottoms and the tops and sides. e 


MODERN GLIDE SLIDING DOOR FRAME COMPANY 
11690 Cloverdale Ave., Detroit 4, Mich. 


FILL IN THIS COUPON, 
MAIL IT TODAY! 


» Write Kunkel Products, Inc., Dept. 
» AL, 217 Ash St., Akron, Ohio. 
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Ornamental Iron Work 
Stewart’s plain and ornamental 

railings, trellis work, gates, grilles, 

etc., are included in catalog No. 


R-49. Stewart standard designs 
meet the need of every architec- 
tural and landscape effect, but the 
manufacturer will also fabricate 
individual designs. Here are some 
of the standard products featured 
in the line: 12 designs in plain and 
ornamental porch and balcony rail- 
ings, five designs in ornamental 
panel railings, verandas, treillage 


work, complete balconies and stoops. 
Eight interior stair railings are 








CASH IN 


RED CEDAR CLOSET LINING 


SEAL- 
PACKAGED 
FAST-MOVING 


Nationally 
sptduertised 
BROWN’S 


SUPERCEDAR 


Pathan 90% Red Heart-100% Oil Content 


Our national advertising annually produces thous- 
ands of customer inquiries which are turned over 
to our dealers for follow-up. Here is an active 
market for cedar closet lining. Brown’s SUPER- 
CEDAR is a fast-moving, 
profitable item and is 
produced by the largest 
and oldest experts in 
the business. Sold only 
through leading jobbers 
and millwork distribu- 
tors. 


Write for Builders Folder and Consumer Booklet 


SUPERCEDAR 


ETL DAR 


“ese 








PRODUCT OF 


GEO. C. BROWN & CO., Inc. 


GREENSBORO, N.C. Established 1896 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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also included, as well as interior 
wrought iron gates, and ornamental 
bracket and pier lanterns for all 
purposes. For copy of catalog R-49 
write The Stewart Iron Works 
Company, Inc., Dept. AL, P. O. 
Box 1039, Cincinnati 1, Ohio. 





Casement Windows 


This line of aluminum case- 
ment windows for all types of resi- 
dential construction has been de- 
signed to meet the _ standards 
established by the Aluminum Win- 
dow Manufacturers’ Association 
for strength of sections, quality of 
construction and materials, and for 
low air infiltration. Frames and 
sash of the Donovan-Universal res- 
idential casements are precision 
made from strong extruded alu- 
minum sections. Flash-welded cor- 
ner joints are neat and weather- 
tight. Operating sash opens beyond 
90° for full frame _ ventilation. 
Wide-opening extension hinges per- 
mit both sides of the windows to 
be cleaned from inside the build- 
ing. A roto-type operating handle 
controls the sash. Sash lock is of 
cam and lever type. The new Don- 
ovan - Universal residential case- 
ments are available in all standard 
sizes, with or without muntins, in 
any desired combination of operat- 
ing and fixed sash. Windows are 
delivered completely assembled, 


ready for glazing. Special sizes are 
available on order. Write Universal 
Window Company, Dept. AL, 950 
Berkeley 10, Calif. 


Parker St., 





Slabs Will Float on Water 


Builders who use lightweight in- 
sulating aggregates in their roof 
decks, walls, ceilings or floors are 
now reportedly assured of a more 
water-resistant finish with im- 
proved insulating properties, by 





adding Fluresit Cement Water. 
proofing Powder to their mixes. ff 
Heretofore it has not been possi le F 
to obtain the full insulating va ue fF 
of these aggregates. When danp 

or water-logged, the concrete m: de 

from them becomes a conductor of f 
heat. By adding Fluresit to hef 
mix, it is said that capillary “wi:k- 

ing” of moisture into the harder ed F 
concrete is prevented, thus miii- 
mizing heat loss through flocrs, 
walls or ceilings. The manufacturer 
also reports that on floor slabs _ n- 
tegrally waterproofed with Flu ‘e- 
sit Powder there will be no loos: n- 1 
ing or buckling of asphalt tile or 
linoleum, or saponification, blist:r- 
ing or peeling of paints. When i 
added to lightweight concrete or 
plaster, Fluresit renders the nix 
so waterproof that hardened slabs 
will actually float on water indef- 
initely, as shown here. Fluresit can 
be used in all portland cement 
mixes. It is said to reduce the sur- 
face tension of the water, promote 
the hydration reaction, increase the 
yield and improve the workability 
of the concrete without decreasing 
the strength. Write American 
Fluresit Co., Dept. AL, 4011 Red 
Bank Road, Cincinnati 27, Ohio. 








Forest Products Calculator 


Given the basic dimensions of F 
pulpwood, logs, and lumber, tlis 
“sort of slide rule” quickly calcu-f 
lates measurements in cords orf 
board feet. If the height and leng thf 
dimensions of a pile or load of pu p- fF 
wood are known, the calcula oF 
quickly determines the number off 
cords, provides for rapid calcuia- ff 
tion when pulpwood is shipped in 
railroad cars of different dimon-f 
sions. Tables also give the approx!- 
mate weight of various species of 
pulpwood, number of sticks of pulp- 
wood required to make a cord end 
number of trees per cord of wood. 
Another part of the calcula‘orh 
quickly calculates the board foot® 
contents of logs of known diamecer 
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OFFERS YOU 


vt wow Ary 


OF SALES 
CONQUESTS! 


Let 1953 be your best 
year for flush door sales! 
You can set new records 
If you switch to Wis- 
consin Knight’s line of 
famous doors. They are 
designed and built to stay 
sold! 


Here, in one fine door, 
are all the features that 
mean greatest sales 
appeal, utmost customer 
satisfaction: 


All-Wood GRID Core... 
Beautiful Faces of 


BIRCH, LAUAN, GUM 


Large Variety of Styles 
.. Written Guarantee... 


05 


‘4 


and 


PRICES THAT PACE 
THE MARKET! 


We offer wholesalers a golden opportunity for 1953. 
Our new, larger factory provides production capacities 
which now permit us to serve new accounts for 1953. 
Start the new year right by asking us for the full story! 


Write, wire or phone (collect) today! 
It costs nothing to investigate! 


Wisconsin Door Companu 


TExas 4-8008 
101 Lyndon Ave. Detroit 21, Mich. 
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OVERHEAD 


co. 9 Vci mm tele) 1 
LINE 
has a style and size 
for every need 





“STURDY” DOOR 


WM = 








LUSH’? DOOR. 


CALDER COMMERCIAL DOOR 


Here’s a brand new line of doors 
that has everything. Made by a 
manufacturer with over half a cen- 
tury of designing and engineering 
experience, the new Calder doors 
are available in every conceivable 
size and style for every conceiv- 
able need. Special designs and 
sizes to order and for extra ap- 
peal to the customer and extra 
profit for you—all Calder doors 
can be equipped with radio con- 
trolled electric operators. 

Send for complete 
information and 
our new, free, 
illustrated catalog. 


calder 


MANUFACTURING CO. 
LANCASTER 14, PENNA, 








and length. A lumber scale gives 
lumber measures in board feet for 
26 common lumber dimensions oc- 
curring in 8 different lengths. Tim- 
bermen, farmers, buyers, and those 
engaged in lumber and lumber 
product manufacture will find it a 
useful aid. The cost is 25c. Write 
Agriculture and Forestry Depart- 
ment AL, Chicago and North West- 
ern Railway, 275 East Fourth St., 
St Paul 1, Minn. 





SMLARGED tuo View 
OF OUAL-PURPOSE 
‘BLADE 


Tweco Squeegee-Scraper 


The Tweco Products Company 
announces the manufacture and dis- 
tribution of a new Squeegee-Scrap- 
er. This little dual-purpose tool is 
ideal for car, truck, home or office. 
It cleans glass in a jiffy. The 
Tweco Squeegee-Scraper is de- 
scribed as an entirely new and 
unique window conditioning tool. 
It has one hard canvass base bake- 
lite scraping edge and one soft 
rubber squeegee edge. Hard edge 
will not scratch glass yet has long 
life, removes ice, sleet, snow, bugs 
and mud. Soft edge removes fog, 
frost, steam, water and splatter. 
For literature, write Tweco Prod- 
ucts Company, Dept. AL, Wichita, 





On-the-Roof Attic Fan 


An unusual “Chimney Style” 
Attic Fan saves valuable attic 
space and eliminates the need for 
large ceiling louvers or exterior 


gable louvers. It is a _ read) 
install package unit consistin; 

a direct drive fan housed in ar 
welded weatherproof steel du: 
chimney. Equipped with auton 
louvers, raised by the wind jr 
sure of the fan blades, this 
and-chimney unit moves 3300 ( 
at 1700 RPM, or 2000 CF) 
1100 RPM. The self-draining © j 
ney housing is vinylite coate 
assure long life under any clin 
conditions. The interior is 
muffle-coated for extremely ii 
operation. The chimney may be ¢ 
on the job to proper degree of 
slope, or desired pitch may 
ordered cut at factory. It is 
flashing, and can be painted to 
match any desired color. Dinrien. 
sions are comparable to those «f a 
standard chimney. The manu ‘ac. 
turer reports a high degree of eff. 
ciency and ease of installation for 
the new home cooler unit. Write 
Loren Cook Co., Dept. AL, Bevea, 





















. a f 


Miniature Circuit Breaker 


“Mini-Breaker” is a new minia- 
ture branch circuit breaker that can 
be installed like a fuse in any st«n¢- 
ard Edison base fuseholder deliver- 
ing 110-125 volt A.C. service. It 
requires no additional equipment 


and no rewiring when applied «s aff 
direct replacement on existing fuse 


protected circuits of corresponcing 
15, 20, and 30 ampere ratings. Any- 
one can install it in a matter of 
seconds. While designed primavily 
for ordinary residential, comn.er- 
cial, and industrial service, the de 
vice meets and exceeds the temp: ra- 
ture extreme conditions requ red 
for approval for aircraft use. It 
provides permanent, positive cir ult 
protection, without installation c st, 
for anyone now depending upon ex: 
pendable plug-type fuses. An it 


may also be applied at low cos af 


original circuit protective eq tip 


ment for new buildings as we! asf 


on a wide range of electrically o »er- 
ated machines and appliances. ‘or 
literature write Mechanical P 0d- 
ucts, Inc., Dept. AL, 1824 River St. 
Jackson, Mich. 
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Electric Panel Heater 


Tvis electric Hot- Rock panel 
heater won’t inflame clothing, dra- 
perics, ete., because it employs an 
entirely new electric heat process 
that eliminates burning hot wire 
elements. The heater attains a uni- 
form temperature of approximately 
190 F. over the entire surface to 
achieve maximum sunshine warmth. 
It cin be hung flush against a wall 
or suspended from the ceiling. It 
may be plugged into any 110 volt 
circuit. The Hot-Rock heater is 
excellent for offices, homes, apart- 
ments, hotels and motels, elevators 
and laboratories. Size is 2 x 3 feet, 
finished in gray with natural wood 
fraine. Furnished complete with 6 
foot plug-in cord. Write Electro- 
film Corporation, Dept. AL, 7116 


} Laurel Canyon Blvd., North Holly- 


wood, Calif. 


THE HANBIEST PAIR OF LEGS 
iN THE WORLD 





Versatile Utility Legs 


What is said to be “the handiest 
pair of legs in the world” are the Tyco 
Utility Legs which lend themselves 
to such diversified uses as utility 
tables, ping-pong tables, work benches, 
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laundry tables, display and convention 
tables, card tables, buffet and dinner 
tables, etc. Made of 1-inch, 16-gauge 
steel tubing with bright plated finish 
that prevents rusting, they were de- 
veloped by engineer-designers to com- 
bine remarkable strength and sturdi- 
ness (they support up to 1500 lbs.), 
exceptional attractiveness and adapt- 
ability to an amazing number of uses. 
A set of legs weighs 12 lbs. Attach- 
ments are temporary or permanent, 
so that the legs may be used over and 
over again. Following simple direc- 
tions, Tyco Utility Legs attach quick- 
ly and easily to wood, masonite and 
many other materials. They come com- 
plete with folding mechanism and 
bolts for easy attaching. Write Tyco, 
Inc., Dept. AL, 303 West 54th St., 
New York 19, N. Y. 





New Steel Hooks 


The Stanley Works now offers 
two new additions to its line of 
clothesline pulleys and jine tighten- 
ers—hooks Nos. 4107 and 4108. No. 
4107 is a strong, all-purpose swivel 
hook especially suited for swinging 








and watch your profits grow. 


You'll be amazed at how fast your profits soar 
if you AIM TO SELL A ROOM . .. instead of 
separate pieces. 

Plywood, Mouldings, Lumber, Doors, Tropic- 


Products which 
may be used in 
complete room of 
PHILIPPINE 
MAHOGANY 


Plywood 

Mouldings 

Lumber 

Doors 

Tropicwall 
Paneling 

Apitong Flooring 





. 

e 

e 

. 

+ 

* 

e 

e 

. 

« 

$ _ wall Paneling, and Apitong Flooring — all of 
e Philippine Mahogany make one complete 
¢  juxurious room interior, And there is a choice 
; of several species: White Lauan, Red Tan- 
e guile, Almon. 

° Philippine Mahogany is a low cost economical 
¢ Hardwood Plywood that has the luxury look. 
° Upkeep is also economical because once a 
¢ room is paneled in Philippine Mahogany, it 
$ needs no re-painting, no re-papering, no ex- 
® pensive remodeling. It will last a lifetime. 

e 


Sell Rooms of Philippine Mahog- 
any and watch your profits grow. 
Mail coupon today. 








MAHOGANY. 








AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue, Chicago 22, Illinois 
Please send special literature on complete ROOMS of PHILIPPINE 
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hammocks. No. 4108, a fixed hook, 
is an ideal hook for clothesline pul- 
leys, clothespin bags and many 
other uses. The assembly and rivet- 
ing of the hook in the fixed plate 
assures a tight fit so that it will 
take abnormally heavy loads. The 
sturdy construction of both steel 
hooks assures unusually good serv- 
ice. Both hooks are bright zinc 
plated and have embossed screw 
holes. Hooks have been thoroughly 
tested and show the highest rating 
for holding up under the heaviest 
loads. Write The Stanley Works, 
Dept. AL, New Britain, Conn. 


CUPPED STEEL 
ANCHOR BITES 
INTO MASONRY 
AND THREADED 
COMPONENT 


we 


Steel and Lead Anchor 


Utilizing the rigidity of steel to 
supplement lead as an anchoring 
medium, Super-Grip Anchor Bolt 
Co. has this screw anchor that 





Cag 
ot” 


4 


is easily installed and provides in- 
creased anchorage strength and re- 
sistance to vibration. ‘Ine patented 
Super-Grip Screw Anchor can be 
used wherever machine screws, 
stove bolts or wood screws must 
tind an anchor in brick or masonry. 
lt provides solid anchorage, pre- 
vents loosening and pulling out even 
under the toughest conditions 01 
vibration or strain. The principie 
features are a threaded insert, lead 
sleeve and a cup-shaped flucea sveei 
anchor. When driven into piace, 
the lead mushrooms out and then 
tne steel anchor collapses, torcing 
snarp edges into the masonry anda 
tne threaded component. Thus steel 
reinforces lead to make an anchor 
that won’t pull out, for catalog 
write Super-Grip Anchor Bolt Com- 
pany, inc., Dept. AL, 3333 N. 22nd 
st., Philadelphia 40, Pa. 


Rule Merchandising Units 


Lufkin offers new merchandising 
units to help deaiers increase sales 
of Lufkin rules. These attractively 
colored heavy-crystal glass sales 
builders will remain a permanent 
and attractive addition to the store. 
The bright red lettering stands out 
against the yellow background to 
make these units real attention- 
getters. The displays are so de- 
signed that they can be placed on 
the counter, in the window, or hung 





W. R. Wrape Stave Company — Industrial Lumber Company 
Little Rock, Arkansas 





: Dixie Brand Oak Feering — Oak Dimension Stair Treads 
Oak Trim and Moulding 








1912-1952 


FLAVELLE GEDAR LIMITED 


MANUFACTURERS OF 





B. C. RED CEDAR SIDING, SHINGLES, LATH 


PORT MOODY, B. C., 
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for over 40 years 
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on the wall. The unit requires a 
space of only 444” by 742”. Space 
is provided on the units for mark. 
ing prices. The dealer buys cnly 
two dozen of the best selling L.uf- 
kin rules in a complete range of 
prices, and gets the display unit 
at no extra charge. Two numbers 
are available: the 200 assortment 
of regular-reading rules, and the 
200F assortment of inside-reading 
rules. For literature write Lufkin 





Rule Company, Dept. AL, Saginav, 
Mich. - 


King-Size Heater 
This recently introduced portable 


electric heater is the King-Size, 
Model 707 manufactured by Ti:an 


Mfg. Co. An unusually large, et § 


modestly priced unit, the Model ' 07 


features Therm-O-Dial, the lat>st 


advance in thermostatic control. In 
addition to the famous Titan “Ev r- 
Cool” case, which remains cool to 
the touch even after hours of c 2- 
tinuous operation, Titan has incr- 
porated a highly efficient and ac u- 
rate thermostatic control unit wh ch 
is housed in a specially desig ed 
case of its own and attached outs de 
the heater case itself. The ccm- 
bination of a cool case plus he 
“suspended-in-air” thermostat 
makes the Therm-O-Dial unit °>x 


tremely accurate, responding oly 


December 29, 1952, AMERICAN LUMBERMAN & 



































ES a 
ace 
ark. 
only 
L.uf- 
e of 
unit 
bers 
ment 

the 
ding 
if kin 
naw, 














ale \. 





tat® 


) aly 


yy 





I Co 7 By 


ng. Merely lift Met-Cro 


formation today. 


IA BETTER WAY... 


® Saves Hours of Time and 
Labor 


@ 5 Quick Steps from Car- 
% ton to Finished Applica- 
tion 


®@ Unexcelled for Durability 


alers, builders all over the country 
e fast swinging over to Met-Cro 


® Takes up Less Space 


eel Bridging. They find 
et-Cro saves them time 
id labor costs, and does 
better job faster. No 
easuring, sawing or fit- 


it of carton and nail into 
lace. Met-Cro will be your 
vilders’ favorite, too. 
‘rite for complete profit 


Approx. 50 per box 
LIST PRICE $16.00 per 100, F.0.B. 
Factory 





— Pat. No. 










* Met-Cro Specialties Company, Inc. 


56 Boerum Street — Brooklyn 6, N. Y. 











HURTSBORD 
LUMBER COMPANY 


MANUFACTURERS 


Short Leaf Pine 


AND 


Hardwood Lumber 
Boards Our Specialty 


WE MAKE POPLAR BEVEL SIDING 
AND RESAW PINE AND HARDWOOD 


PHONE 148 


—~ 
The HURTSHORD 






























Manufecturers of 
HIGH GRADE END MATCHED 


FLOORING a 
é i] 
OAK FLOORING 
in 25/32in. 1/2in. 


Moulding Pine Finish @ We are in @ position to Ship Ook 
Flooring and Air Dried Yellow Pine Boards 








in the Same Car 


Phone 129 


Plant at HURTSBORO, ALABAMA +. 
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AJAX 


"Sales Booster” 
Display Board 


sells 


more hardware 
on sight! 














Rated the No. 1 salesman by many of 
our dealers! The New 4 D DISPLAY 
BOARD spotlights the AJAX Complete 
Line of Drawer Knobs (concave & 
convex), Drawer Pulls and Back Plates. 
Hardware is mounted on a rich, 
Hand-rubbed mahogany board with 
easel stand — size 11” x 16”. 

And it’s free! You merely pay the 
net cost of the hardware mounted 

on the board. 

Write for our interesting brochure. 


AJAX HARDWARE 
MANUFACTURING CORP. 
4351 Valley Boulevard 

Los Angeles 32, California 


TSAX 


HAROWARE OF PRESTIGE 
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to changes in room temperature 
rather than to radiant or conducted 
heat from the heater itself. For 
literature write Titan Mfg. Co., 
Inc. Dept. AL, 701 Seneca St., 
Buffalo 10, N. Y. 








Counter Top Panel 

Miratop is a special material 
used asa finish surface for coun- 
ter and table tops. It is supplied in 
standard sizes, 4’ x 6’ and 4 x 8’ 


panels, which consist of a plasti- 
cized melamine coating on 4g” tem- 
pered hardboard. Because the color 
and design are plastic-sealed and 
because of the plastic surface ma- 
terial employed, Miratop is non- 
fading and is unaffected by alcohol, 
fruit acids or boiling water. The 
surface will not chip, crack or peel 
and is easily kept clean with a damp 
cloth. Miratop is supplied as a strik- 
ing mother-of-pear] design in color 
tones of green, gray, yellow or blue. 
The product has been developed and 
tested to provide a long lasting 
wear-surface resistant to all normal 
usage. Write Miratile Manufactur- 
ing Co., Dept. AL, 600 W. 81st St., 
Chicago, IIl. 


New Cash Register 


For the first time, an itemized 
receipt printing cash register, with 
a built-in adding machine feature, 
is available at a low price. Manu- 
factured by The National Cash 
Register Company, this machine 
mechanically adds the individual 
prices in a multiple item sale, adds 
the amount of tax, and prints the 
total on a receipt. The itemized 
receipt is the customer’s “take- 
home” proof of what he spent for 
each item purchased,.and the mer- 
chant’s greatest assurance that 
correct prices are recorded. The re- 





ceipt also shows the name of he 
store, date, identification of ‘he 
salesperson and departments. 1 he 
adding machine feature can be used 
for any, adding job, at any tire, 
without disturbing the locked-in 
cash register total. Activity coun- 
ters on the machine show the num- 
ber of cash sales, charge sales, 
received-on-account, paid out, tax, 
and no sale transactions. They aiso 
show the total number of cus- 
tomers served and the number of 
times the cash total has been re- 
set. This Class 21 can be operated 
both electrically and manually. It 
registers any amount from 1¢ to 
$999.99 at one time. Write The 
National Cash Register Company, 
Dept. AL, Dayton, Ohio. 


















Trade Mark 





Registered 





PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 





CALIFORNIA 

















DIAMOND HARD 
2nd & 3rd GRADES 





Make 1953 a year of extra profits from more 
flooring sales—recommend Diamond Hard Ex- 
For econ- 
omy factory installation and lower cost housing 
you'll give your customers dependable value and long 

OE And for quality jobs, 


cellent 2nd and Thrifty 3rd Grades! 


wear, with savings up to 45 
Diamond Hard Ist Grade is unsurpassed. 


All grades 100% Northern Hard Maple. Unit packaged 
flooring if desired. Over 40 years’ experience in satisfy- 


ing your needs. 
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Write, wire or phone 


J. W. WELLS LUMBER CO. 


Menominee, Michigan 











ON 
FLOORING 


making details. 
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STYLE KING DOORS 


are 5 to 20% BETTER BONDED 
A Better Value Door for Better Profits! 


Style King offers 5 to 20% more bonding area for 
face panels than most other flush wood doors—over 
1400 square inches on frame and core! 
rails, 1/2” stiles, 2—3’’x21" lock blocks, 22 core 
bars, 2 inner stiles. All core bars are dadoed into 
inner stiles. No warp, floating parts or shadow line. 
add beauty to quality. Guaranteed against defects. 
by leading wholesalers everywhere. Write today for full, profit- 


It has 3” 





Birch faces 
Distributed 





STYLE KING DOOR CO., Inc. 


Detroit Office: 
9946 GREENFIELD ROAD (27) 
VErmont 8-7047 


Sales Office and Plant 
P. O. Box 71 — MANSFIELD, OHIO 
Phone 3-1096 
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t KOKOMO KORNERS 
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or Asbestos Siding 
or Lap or Bevel Siding 
or Wood Shingle Siding 


They save application time and 
money, add to appearance and 
durability. Kokomo Korners  sim- 
plify fitting, eliminate split siding, 
and planing or cutting at corners. Corners for 
wood bevel siding are aluminum, others are zinc, 
some available in colors. Holes provided where 
they are to be nailed. For complete details and 
free samples write— 


&\§ BUGHER MANUFACTURING CO. 


= a\4 211 S. Main Sf. 





Kokomo, Ind. 








Dp. M. MeCuinrocx LuMBER Co. 


Terminal Sales Building, 
PORTLAND 5, OREGON 


Telephone: Atwater 9355 


Douglas Fir @ Red Cedar 
Sitka Spruce & Hemlock Lumber 
Shingles 


Exclusive Mill Agents 





Spraying by Plane 
Our Future Crop of Timber 


INSURANCE | 
FOR YOUR FUTURE NEEDS OF 
@ HARDWOODS 


@ WHITE PINE 
@ HEMLOCK 
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ing. General wholesal- =— 
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Contac? us on your 























THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 
West Virginia Hardwoods 


Rainelle, W. Va. 


| DEFEND YOUR TRADE with 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 
QUALITY LUMBER 


Air-dried 


Kiln-dried 











SELLS 
windows! 







e to home 
buyers 





Better windows, 
truly counterbalanced, 
at amazing low cost! 


Double hung windows become 
a good “talking point” when 
they’re equipped with Pull- 
man Sash Balances. Noiseless, 
trouble-free—guaranteed for 
the lifetime of the building. 
For homes, schools, hospitals 
—all kinds of commercial and 


e builders 


e architects 





industrial buildings. The Pull- 
man method permits quick in- 
stallation (10 to 15 minutes per 
window), uniform mortise 
er scope in window 

esign, maximum light area. 
ESS Write today for full specs: 
Pullman Manufacturing Corp., 


fe 
7, 
76 
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TYPICAL 325 Hollenbeck St., Rochester 
FALSE HEADER 5,N. Y. 
LAYOUT 
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NAMES IN THE NEWS 


Contest at NAHB Convention 


Kwikset Locks, Inc., Anaheim, Cal., 
recently announced plans for a lock 
installation contest to be held during 
the NAHB Convention, January 18- 
22, 1953, in Chicago. 

Kwikset will offer a $1000 Defense 
Bond as first prize to the contestant 
who installs a Kwikset lock in the 
fastest time during the four-day con- 
vention. In addition, 500 beautiful pen 


Kwikset Offers $1000 Defense Bond for 





TINY Baker, gen- 
eral superintend- 
ent for Diller & 
Gunther, Sub-Di- 
vision Developers 
of Los Angeles, 
Cal., is shown in- 
stalling a Kwik- 
set lock during a 
recent Kwikset 
lock installation 
contest. The con- 
test was held 
during the Build- 
ing Contractors 
Association of 
California’s Con- 
vention at the Del 
Coronado Hotel, 
Coronado, Cal. 


stands will be awarded to contestants 
who install a lock in record time. 
Everyone who enters the contest will 
receive a Paper Mate pen. Builders 
will use power tools and Kwikset’s in- 
stallation aids for the actual installa- 
tion of a Kwikset lock. 

The lock installation contest will 
be held at Booths 282 and 283, third 
floor, in the Conrad Hilton Hotel. 





Winners—for Outstanding Kimsul Promotion 


Light-hearted 
conversation en- 
gages this group 
attending a party 
for four Michigan 
building materials 
dealers and their 
wives who toured 
Kimberly-Clark 
Corp. facilities in 
and near Neenah, 
Wis., recently. The 
tour, including a 
boat trip across 
Lake Michigan, 
was won by deal- 
ers in a contest 
for the promotion 
of Kimsul insula- 
tion. Pictured 
here, left to right, 
are James Hole- 
winski, Gaylord 
Lumber and Fuel 
Co., Gaylord, one of the winning deal- 
ers; E. C. Burch, Kimberly-Clark; 
Mrs. J. Plowman; Mrs. Holewinski; 
Mrs. Burch; and Plowman, Alpena 





salesman for Saginaw Sash and Door 
Co., Michigan distributor firm which 
sponsored the contest. 





Newly Formed 
Florida Corporation. 


Winter Brothers, Inc., a Florida 
corporation, was formed October 1 
with headquarters at 700 Drew St., 
Clearwater, Fla. Officers and directors 
are R. P. Winter, W. A. Winter, T. J. 
- Scott Greenfield and Wm H. 

ith. 


The corporation is engaged in the 
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wholesale distribution of Western 
lumber and associated items such as 
molding, plywood and doors. Origi- 
nally this firm was a branch of Win- 
ter Brothers Lumber Products, Inc., 
Oak Park, IIl., but its volume of busi- 
ness was sufficient to warrant the 
formation of a new corporation. 

While headquarters are at Clear- 
water, the firm distributes its prod- 
ucts in carload and by truck to virtu- 
ally all parts of Florida. 











Premier Showing of New Loo 
A premier showing of the Wonde. 
Fold folding door was held Dece nbe 


11, at the Detroit-Leland Hotel i: De. 


troit, Mich. 

Scores of lumber and building ma 
terials retailers and jobbers, bui der 
architects and others inspectec th 


new economy folding door, as prj 
sented by the national distrib: tox 


Wisconsin Door Sales Co., 10101 Lyn. 
don, Detroit 21. 





Stop That Customer! 


New point of sale material offered 
by plywood manufacturers for “bes 
buy” sales promotion campaign i 
customer-stopping display-mobile. Dis. 
play hangs from the ceiling anywher 
in the showroom, is part of “best buy’ 
tie-in package which includes radi 
commercials, ad mats, bin tags ani 
sales literature. Douglas Fir Plywool 
Assn., Tacoma Bldg., Tacoma 2, Wash 


Four New Officers Announced 
By NuTone 


Four new appointments and _ twi 
promotions have been announced }j 
J. Ralph Corbett, president, NuTone 
Inc., Cincinnati. 

“These managerial changes reflet 
our constantly increasing producto! 
facilities for our own merchandise 4 
well as government defense col 
tracts,” Mr. Corbett said. “They 3 
the forerunner of our plans to mak 
next year, 1953, one of the biggest I 
the company’s 16-year history. TI 
new officers and executives will hend 
a new expansion program involvil 
four new products for 1953.” 

Adrian L. Knox has been appointe 
vice-president and works manzgél 
Glenn E. Weist is now vice-presidet 
and works engineer for Nuon 
Henry Mann has been appointec @ 
rector of personnel. Robert Nagle hai 
been appointed credit manager. Val 
ter Spear, now chief engineer of Nu 
Tone’s fan and heater division, h 
been promoted to vice-presiden 4 
these divisions in order to hand] @ 
matters relating to expansion of + hes 
products. Bruce Corbett, now nit 
western sales manager, has been pr 
moted to vice-president, midwest «ale 
division, with headquarters in Chi 
cago. 
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intment as 


‘ale Lock and 
are Division 


establish- 
f a new 
,ock and 
are Divi- 
coordinate 

expanded 
ons of The 
& Towne 
facturing 
ny in the 
ind hard- Zé S a 
business, Leo J. Pantas 
‘cently an- 
d by President Gilbert W. Chap- 
The new division unifies under 
inagement the manufacture and 
in the United States, of the 
ny’s plants producing Yale 
locks and hardware at Stam- 
‘onn., Salem, Va., and two new 
now under construction at Gal- 
fenn., and Lenoir City, Tenn. 


as also announced by Mr. Chap- 
1at Leo J. Pantas, general man- 
f the Stamford Division, has 
dvanced to the post of general 
er of the new Yale Lock and 
are Division. Mr. Pantas will 
1 management group that will 
the manufacturing operations 
four plants and that will mar- 
eir products through a central 
organization. 

Chapman described the forma- 
f the new division as part of 


» & Towne’s lock and hardware 
sion program involving a sub- 


illy increased volume of produc- 
fuller lines of Yale locks and 
rs’ hardware, new products, and 
lization of sales for more effi- 
ind effective customer service. 


Pantas has been associated 
_ Yale & Towne for seventeen 
Before his appointment last 
s general manager of the Stam- 
ivision, he was manager of the 
ny’s Salem, Va., plant for two 


s. and before that, manager of its 
ao plant for four years. 


E. V. Pomeroy 


‘eds Earle V. Pomeroy 
identifying names of E. V. 


roy and L. C. Booth, were in- 


ntly transposed in the last is- 
. 124) announcing Mr. Booth’s 
vice-president in 
of P. & F. Corbin Sales. L. 
Booth was formerly general 
ianager of The American Hard- 
orporation’s products marketed 
he Russwin name. He succeeds 
meroy who has retired because 
ealth. 


DING Propucts MERCHANDISER 


Hardboard Assn. Organized 


The Hardboard 
Association was 
formally organ- 
ized November 13 
by the following 
hardboard manu- 
facturers, whose 
representa- 
tives met in Chi- 
cago: 

Superior Wood 
Products Com- 
pany, of Duluth, 
Minnesota. 

Oregon Lumber Company, of Dee, 
Oregon. 

United States Gypsum Company, 
Chicago, Illinois. 

Masonite Corporation, Chicago, IIli- 
nois. 

Chapman Manufacturing Company, 
Corvallis, Oregon. 

Forest Fiber Products Company, 
Forest Grove, Oregon. 

Officers of the new organization are 
Harold A. Miller, Forest Fiber Prod- 
ucts Company, President; K. V. 
Hafner, Superior Wood Products 
Company, Vice President; Paul B. 
Shoemaker, Masonite Corporation, 
Secretary-Treasurer. 

Headquarters for the new Asso- 
ciation are in Chicago. 

The major objectives of the new 
Association are to promote the use of 
hardboard and to deal with technical 
and trade promotional problems per- 
tinent to the hardboard industry. 


Harold A. Miller, 
President 


OBITUARIES 


CLARENCE J. CUSHMAN, 50, 
president and treasurer of the Cush- 
man Builders Supply Co., Watertown, 
N. Y., died Dec. 4 after a long illness. 
For 13 years after his graduation 
from college he was a traveling rep- 
resentative for the Paragon Supply 
Co., Syracuse, N. Y., wholesalers of 
building materials, and covered New 
York State and parts of other states. 
Later he established his own busi- 
ness in Watertown. 


CHARLES H. MONGER, 58, New 
York sales representative of the Carr, 
Adams & Collier Company, Dubuque, 
Iowa, passed away on November 26 
in West Orange, N. J., after a brief 
illness. Mr. Monger had been with 


. the company for a period of 40 years, 


having started as a salesman in the 
Dubuque Jobbing Division in 1912. 


VERNON CLAY RUTLEDGE, 
president of J. R. Buckwalter Lumber 
Company, Union, Miss., died Dec. 3 
after a heart attack. A native of Al- 
pena, Mich., Mr. Rutledge went to 
Laurel, Miss., in 1908 to work with 
the Gilchrist-Fordney Lumber inter- 
ests. He married Irene Buckwalter at 
Laurel and they returned to Michigan 
for a time. In 1919 they returned to 
Mississippi where he was associated 
with the J. R. Buckwalter Lumber 
Company at Union. During the 1920’s 
he operated Rutledge & Company, 
lumber wholesalers, at Laurel, Miss. 
He later served as president of the 
Commercial National Bank and Trust 
Company of Laurel, Miss., where he 
made his home since 1922. 


Answers to 
What's Your Answer? 


Stop! Read questions on page 48 


1—AL&BPM’s new complete index 
of articles appearing in this issue. 
See p. 39. 

2—Double-hung window unit. See 
ad p. 6. 

3—The Hardboard Association, with 
headquarters in Chicago. See p. 
61. 

4—A glass jalousie. Metal Arts Mfg. 
Co., Inc., Atlanta, Ga. See ad p. 
18. 

5—Alan E. Brockhurst, president of 
the NAHB. See p. 9. 

6—The annual NAHB show in Chi- 
cago, Jan. 18-22. See p. 24. 

7—50c. See ad p. 29. 

8—Adolph Schessler, Waukesha 
Lumber Corp. See story p. 36. 

9—Ajax Hardware Mfg. Corp., Los 
Angeles, Calif. See p. 57. 

10—National Pacific Timber Products, 
Los Angeles, Calif. See ad p. 4. 





EDITORIAL INDEX FOR 1952 


(continued from page 42) 





Lbr. & Supply Co.), Detroit, Mich. 
—June 30, p. 30. 

Open House—20 Years Later (La- 
fayette Lbr. Co.), Lafayette, La.— 
July 14, p. 118. 

Self-Service Super Mart (Von To- 
i Las Vegas, Nev.—July 28, p. 


. Business From New Display 
Room (Brooks Lbr. Co.), Greensboro, 
N. C.—Sept. 22, p. 52. 

Where Frontage Counts (Broad- 
way Lbr. & Supply Co.), Gary, Ind.— 
Oct. 6, p. 82. 

Remodeling Business Next (Guil- 
ford Supply Co.), Greensboro, N. C.— 
Oct. 6, p. 92. 

Expansion — With an Eye to the 
Future (John D. Wyker & Sons), De- 
catur, Ala— Oct. 6, p. 112. 

“Drive-Past” Spot—Becomes “Drive- 
In” (State Lbr. Co.), Seattle, Wash.— 
Oct. 20, p. 60. 

She Designed It, He Built It (V. W. 
Uher Lbr. Co.), Galveston, Tex.—Nov. 


3, p. 74. 


Bring Your Order Board Up Front 
(Johnson Cashway Lbr. Co.), South 
St. Paul, Minn.—Nov. 17, p. 58. 

Service Guaranteed Here (Wauke- 
sha Lbr. Corp.), (Article appears in 
this issue), Waukesha, Wis. 


News of the Associations 

NRLDA to Publish “Dealer Oper- 
ating Guide’—Jan. 28, p. 51. 

Okla. Lumbermen Sponsor Trade 
Schools (in cooperation with Okla. A. 
& M. Technical School), Okmulgee, 
Okla.—Feb. 11, p. 110. 

Building Materials Exhibitors Assn. 
Gives “Oscars” in Display Contest— 
Feb. 25, p. 66. 

Third Annual Short Course Spon- 
sored by the Northwestern and Inde- 
pendent Lbr. Dealers Assns. at Univ. 
of Minn. Attended by More Than 50 
Lumbermen—Mar. 10, p. 124. 

Eighth Annual Indiana Lbr. & 
Bldrs. Supply Assn. Short Course in 
cooperation with Purdue University, 
— 47 Students—Mar. 10, p. 
124, 

(Continued on page 62) 
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Fifth Annual 30-Day Building Ma- 
terials Course Sponsored by South- 
western Lumbermen’s Assn., Kansas 
City, Mo.—Mar. 24, p. 65. 

Indiana Dealers Win BMEA Awards 
—May 5, p. 86. 

NRLDA Plans Experimental Man- 
agement Conference, Washington, D. 
C.—June 16, p. 112. 

Anti-Public Housing Speech Avail- 
able from Lbrmen’s Assn. of Tex.— 
June 16, p. 112. 

Members of Twin Cities Hoo-Hoo 
Club No. 12 has established scholar- 
ship in the Univ. of Minn. School of 
Forestry, Minneapolis, Minn. — June 
30, p. 48. 

General Lucius Clay Receives An- 
nual Silver Plaque Award from Mid- 
dle Atlantic Lumbermen’s Assn.— 
June 30, p. 48. 

NRLDA Public Relations Contest, 
Chicago, I1l.—June 30, p. 48. 

B.M.E.A. to Expand 1953 Dealer 
Display Contest—Oct. 6, p. 110. 

Organize National Assn. of Lum- 
ber Women, Wichita, Kan.—Oct. 20, 
p. 68. 

Memphis “Boys Town” Receives 
Hoo-Hoo Workshop, Memphis, Tenn. 
—Dec. 1, p. 54. 





Public and Employe Relations 


How’s Your Public Relations ?— 
Jan. 28, p. 44. 

Public Relations at Home—Garden 
City, L. I, N. Y.—Feb. 25, p. 46. 

Veterans Help Solve Their Own 
Building Problems (AMVETS, Post 
23), Springfield, Mass. — Mar. 10, p. 
116. 

Clinic for Homeowners (Hunting- 
ton Materials Corp.), Huntington, 
N. Y.—Apr. 21, p. 36. 

Every Employe Gets a Cut of the 
Profit Pie—First Article in a Series 
(Learned Lbr. Co.), Hermosa Beach, 
Calif.—Aug. 11, p. 66. 

Small City Dealer Active in Civic 
Role (Temple Lbr. Co.), Kerrville, 
Tex.—Aug. 11, p. 94. 

Regular Employe Meetings Have a 
Purpose (Survey conducted by Moun- 
tain States Lbr. Dealers Assn.) — 
Aug. 11, p. 102. 

Public Relations at Work (J. J. 
Moreau & Sons, Inc.), Manchester, 
N. H.—Sept. 8, p. 118. 

Club Room Has Many Uses (Inter- 
State Lbr. Co.), White Bear Lake, 
Minn.—Oct. 20, p. 70. 

_Are You Neglecting Public Rela- 
tions? (Article appears in this issue) 





Research 


Two-Way Expansible House (Univ. 
of Ill., Small Homes Council), Urbana, 
Ill.—Feb. 25, p. 54. 

New Developments in Construction 
Research (By B. A. Harker, U. S 
Forest Products Laboratory, U. S. 
Dept. of _ cyt my p. 46. 

Masons Build 60-100% More Wall 
Area with New “SCR” Brick-—May 
19, p. 66. 

Paint Troubles on Redwood Siding 
—Causes and Cures—Part I (By John 
Reno, Pacific Lbr. Co.)—June 16, p. 
106. 

New, Cheaper, Stronger Storage 
Wall (Small Homes Council, Univ. of 
Ill.), Urbana, Iil—June 16, p. 110. 

Paint Troubles on Redwood Siding 
— Causes and Cures — Part II (By 
John Reno, Pacific Lbr. Co.)—June 
30, p. 42. 

New Plywood House for Defense— 
Aug. 11, p. 100. 

What People Want in a House 
(Univ. of Ill., Small Homes Council), 
Urbana, Ill.—Sept. 8, p. 103. 

New Truss Is Answer to Builder’s 
Problem (Univ. of Ill., Small Homes 
Council), Urbana, I1l.—Oct. 20, p. 54. 

New Demonstration Houses (Univ. 
of Ill., Small Homes Council), Urbana, 
Ill.—Nov. 3, p. 96. 


Selling—General 


Selling the Feminine Angle (By 
John C. Kettenring,- Battle Ground 
Lbr. Co.), Battle Ground, Wash.— 
Mar. 10, p. 106. 

SALESMEN—Are They Better or 
Worse Than Ten Years Ago? (By 
Charles L. Lapp, Ph.D.), St Louis, 
Mo.—Apr. 21, p. 30. 

Correct Telephone Technique Will 
Help You Make Sales—June 30, p. 36. 

How to Analyze and Develop Your 
Market, (First in a Series of Articles 
by Arthur A. Hood)—Aug. 11, p. 72. 

How to Analyze and Develop Your 
Market, (Second in a Series of Ar- 
ticles by Arthur A. Hood)—Aug. 25, 
p. 35. 

Why Sell Lumber? (By Robert E. 
Mahaffay, Trade Promotion Director, 
West Coast Lumbermen’s Assn.)— 
Sept. 8, p. 112. 

How to Analyze and Develop Your 
Market, (Third in a Series of Articles 
by Arthur A. Hood)—Sept. 8, p. 122. 

Too Many Facts Can Kill the Sale 
(By J. Archer Kiss)—Nov. 3, p. 64. 





—— 


Surveys and Business 
Predictions 


Norm Mason’s Estimate for 1952. 
Mar. 10, p. 88. 

Vast Farm Market Faces Dele 
May 5, p. 60. 

Profits Off for Many Retailers (Sy. 
veys Conducted by Kentucky etaj 
Lbr. Dealers Assn.; Ohio Assn. cf Re. 
tail Lbr. Dealers; Tennessee Bu Idiny 
Material Assn.)—Aug. 11, p. 84. 

Regular Employe Meetings H .ve, 
Purpose (Survey Conducted by }{oun. 
tain States Lbr. Dealers Assn.)— Aug. 
11, p. 102. 

What People Want in a_ Hous Saw 
(Analysis of 41 Housing Surveys by 
Univ. of Ill, Small Homes Covnceil)} 1842 
Urbana, I1].—Sept. 8, p. 103. 

Ten-Year Prediction for the fuild. 
ing Industry (By Walter E. Hozdley, 
Jr., Economist, Armstrong Cork Co, 
—Sept. 8, p. 208. 

— Causes Classified—N ov. 3 
p. 50. 

Dealers Prepare to Profit by Picky 
in Commercial Construction—Dee, |, 
p. 30. 

Nine Profitable Dealer Markets fo 
1953—Dee. 15, p. 48. 

1953 Building Picture (By Will F. 
Kissick, Minnesota & Ontario l’aper 
t Minneapolis, Minn.—Dec. 15, ). 
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PLAN: RECORD-BREAKING 
NAHB CONVENTION 


(continued from page 25) 








tects, engineers, building supply 
dealers, contractors, manufactur 
ers and other allied groups. All per 
sons connected with home building 
are eligible to attend. 

Members of the NAHB can regis: 
ter in advance and reserve hotel 
rooms through the secretaries of 
their local NAHB chapters. Al 
others should write direct to Con 
vention Headquarters, Nationa! As 
sociation of Home Builders, 111 W. 
Jackson Blvd., Chicago 4, Tl. 

The registration fee of $15 fo 





men and $10 for wives must accom: ae 
pany hotel reservation requests. EL® naw 
The name, address, business c!assi- 

fication and date of arrival shoul . 


be furnished for each person it 
cluded in the request. 











&) Timbe t-t-t-2 














“1 still don’t believe you can make 
| your own plywood!” 





GET YOURSELF MORE 
BUSINESS by using our car- 
toons 
advertising. 
cartoons on Remodeling, 
Roofing, Additions, New 
Homes, etc. Mats come in 
1 and 2 column sizes. Also 
350 tie-in copy suggestions. 


Cartoons will get you more 
readers per advertising $. 


Write today for FREE proofs 
and complete information to: 


LIL-AD FEATURES, 


RFD 3, Santa Ana, Calif. 


Terre ee eee ee ee eee eee ee ee ee eee eee CeCe CeCe eee eee eee ee 2) 


in your newspaper 
There are 104 




















INDUSTRIALS 
DEFENSE PROJECTS 
RETAIL LUMBER YARDS 


An Experienced Lumber Service 
That Knows the Producer's Prob- 
lems and the Buyer's Needs. 
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G:LLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


WHITE PINE srs 


STROBUS) 


Also some Norway and Spruce 


A R-SEASONED WATER-CURED 
Rough or Dressed 


Capacity 28 million feet annually 


Mrs. of 
G nauine 


Sowmills — Braeside and Temagami, Ontario 
1842 Member N-A.W.L. Assoc. 1952 
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Please EVERY customer! 


The many optional features of 
= our corner cabinets make it 
EF | : possible to fill the requirements 
| : of any customer. 











("9 











L ; Check our prices! 
t. Immediate delivery! 











A postcard will bring details and 
our extra-generous dealer discounts. 











Window ‘Assembly i is Easier, More 
Profitable with 








PROTECTO! 





It’s a 
SASH BALANCE 
and 
WEATHERSTRIP 
IN ONE UNIT! 














Does Two Jobs at Once 
—Saves Time and Money— 
Easily and Quickly Installed, 
Low in Cost. 





materials and construction 





Made of aluminum. All | 





superior quality. 


PROTECTO both seals and balances in one operation, 
is ready to install. Protecto Jamb Liner can be used with 
other balances. No matter how you use it, Protecto will 
pay off in performance, savings and profits for you. In- 
quire today! 


Write for illustrated Catalog and Samples! 
WEATHERSTRIP 


PROTERX. iron co 


4500 South Western’ Ave. 
CHICAGO 9, ILLINOIS 





q ; , 
“N in the service of 
LUMBERMEN 


@ Specialists in protection for 
the lumber industry. 


@ professional safety engineers 


@ more than 90 branch claim offices 
coast to coast and in Canada. 





Substantial dividends have been returned to 
policyholders since organization in 1912. 





Operating in New York state as 
Lumbermen's Mutual Casualty Company of Illinois 


James S$. Kemper, chairman ¢ H. G. Kemper, president 
Chicago 


TANNEWITZ 


for Swing Saws 


SAVES 


30 Days Free Tria! 


AUTOMATIC 
GA UGE 


$30 te $50 A MONTH 
i LUMBER AMO LABOR 


ORDER MOW Of SEND FOR 
CMCULAR 


GaAMO RAPIDS 
MICHICAM 


— 
Bur ING PRopucTS MERCHANDISER 
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COMPANIES ANNOUNCE 


John W. George, Senior Sales Rep- 
resentative for the Johns-Manville 
Building Products Division at Eau 
Claire, Wis., was recently inducted 
into the company’s Quarter Century 
Club during an annual meeting of 
the company’s Chicago District Sales 
Representatives and the Hi-Blowers 
Club (an inter-company organization 
recognizing sales ability) at the Drake 
Hotel, Chicago. 

Harold R. Berlin, vice-president 
Johns-Manville Corporation and gen- 
eral manager of the Division, pre- 
sided over the ceremonies honoring 
25 or more years active association 
with the company. He complimented 
Mr. George on his record of achieve- 
ments with Johns-Manville and pre- 
sented him with a gold watch and a 
pin emblematic of membership in the 
club. Mr. George, a native of Me- 
nomonie, Wis., joined Johns-Manville 
in March, 1928 as a sales representa- 
tive at Peoria, Ill. He was later trans- 
ferred to the Eau Claire territory in 
1930, where he has been in charge of 
Johns-Manville building products ac- 
tivities for the past 22 years. 


Earl C. Faulkner, formerly general 
sales manager of the United States 
Gypsum Company, has been appointed 
assistant to the president of the Le- 
hon Company, Edward A. Leonard, 
president of the latter firm, an- 
nounced. The appointment became ef- 
fective December 15. Mr. Faulkner, 
who resides in Barrington, will head- 
quarter in Chicago in his new post, 
assisting Mr. Leonard in the direction 
of the manufacturing, sales and fi- 
nancial activities of the Lehon Com- 
pany, which makes asphalt roofing 
materials, paper products and re- 
lated asphalt items for industrial uses. 
The firm, whose general offices are 
in Chicago, has plants also in Wil- 
mington, Ill., and Memphis, Tenn. 
Active in the building materials field 
for 25 years, Mr. Faulkner spent 21 
years of that time with the United 
States Gypsum Company, from which 
he resigned last May. Since May he 
has been a consultant to Tempo, Inc., 
and other corporations. 


Clyde Varney, wholesale distributor 
of builders’ hardware, is currently an- 
nouncing his removal of office and 
warehouse to larger and more con- 
veniently located quarters at 10330 
Grand River Ave., Detroit, Mich. At 
his new location he has added a dis- 
play show room for the benefit of the 
retail dealers in his area so that they 
can send prospective customers to 
personally select individual needs for 
those items not carried or shown by 
the dealer. In addition to his own 
truck delivery service, Mr. Varney has 
established a modern “Will Call” de- 
partment for the quick pick up of 
dealer customers. Besides stocking 
many nationally known lines such as 
“Washington” rolling door hardware, 
cabinet hardware, “Kitch’n-Handy” 
accessories, “Kwikset” locksets, and 
others, Mr. Varney still manages and 
edits the “Exchange Desk,” a clearing 
house for retail supply dealers, whose 
monthly bulletin reaches dealers 
throughout the eastern states. 
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Classified 
Advertising 


ads for classified section must be in Pub- 
lisher's office 10 days preceding date o_ 
lication. Advertisements are set in rm 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any classified advertisement. 
No agency co m or cash discount 
allowed. 


Rates: 

1 Time —10c per word for each insertion. 
Minimum charge of S0c per line. 

3 Times — 9c s word for each insertion. 
ee charge of 45c per line. 


6 Times — 8c x word for each insertion. 
ea charge of 40c per line. 
26 Times — 7c 


r word for each insertion. 


um charge of 35c per line. 


For advertisements bearing box number count 
five extra words. There are approximatel 
5 words to @ line and when less are spe 

or used, regular line rate is charged. 

When answering box numbers or 

copy for ads address them to: 


Terms — Cash With Order 
Minimum Charge $2.00 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 


HELP WANTED 


EXECUTIVES—ARE YOU CONTEMPLATING 
A CHANGE? Then why trust to luck in lo- 
cating your new position? Let us tell you 
about our service which is an economical, 
effective and confidential thod of ing 
the door of opportunity with the right em- 
ployer. We can help you locally or at distant 

ints. Full details without obligation. HINES 

CUTIVE SERVICE. 5355 W. North Ave.. 
Chicago 39, Illinois. 


Help Wanted—Experienced millwork or ply- 
wood salesman for Illinois territory. Unusual 
opportunity for hard worker. Address Box 
D-52, American Lumberman, Inc. 


WANTED—Man Bookkeeper between 30 and 
50 years old, with knowledge retail lumber 
business. Salary and bonus. State e rience 
and references in own handwriting. Location 
Michigan. Population 100,000. Address Box 
D-53, American Lumberman, Inc. 


WANTED—Midwest Wholesale Lumber Com- 
= desirous of hiring several experienced 
~~ & salesmen, preferably now employed 
in that capacity. Salary, expenses, automo- 
bile, plus split-profit arrangement. Address 
Box D-34, American Lumberman, Inc. 


WHOLESALE LUMBER SALESMAN 
Wanted for territories East of the Mississippi 
with following in the Lumber trade. Commis- 
sion plus a bonus. Write complete qualifica- 
tions to Box E-20, American Lumberman, Inc. 


























Man experienced in reading and pricing resi- 
dential and commercial blueprints, and in- 
telligently contact architects, owners and 
contractors on these projects. Give past expe- 
rience and references, which will be held 
confidential. Location, Akron, Ohio, vicinity. 
Address Box E-21, American Lumberman, Inc. 





WHOLESALE DISTRIBUTOR 

Has opening for energetic young salesman, 
with some lumber experience, for Chicago 
Metropolitan territory. Com. basis with profit 
sharing, or if proven capable and can make 
a small investment as a junior partner can 
eventually take over. Have old established 
line of clientele and also sources of supplies 
in Western and Southern Woods and lumber 
products. Write, giving experience, qualifi- 
cations, age, etc. All information will be 
strictly confidential. Address Box E-22, Amer- 
ican Lumberman, Inc. 





Excellent office position, buying and selling, 
for experienced Hardwood lumberman wit 
large nationally known manufacturer and 
wholesaler. Prefer man with Southern and 
Appalachian experience. Unlimited possibili- 
ties. Remuneration in keeping with ability 
and performance. Give full details, experi- 
ence, references and, if possible late snap- 
shot. Address Box E-23, American Lumber- 
man, Inc. 


AAA-1 distributor of metal building products 
desires experienced dealer salesmen to call 
on outstate Michigan accounts. Excellent 
compensation and advancement opportunities. 
Baron Steel Company, 6400 Wight St., Detroit, 
Michigan. 
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SITUATIONS WANTED 


MILLWORKE-DETAILING 


Let a pose of experienced millwork jet, 
ers with 30 years experience, commerc: | g 
residential, do your detailing. Cost ; sag 
able. Results guaranteed. Address Bo Yy- 
American Lumberman, Inc. 








MR. EMPLOYER: WHY BEAT YOUR E iA] 
OUT HUNTING QUALIFIED HELP? Vo 
experienced lumbermen and speak yo: : | 
guage so register your needs with vu; q 
let us find the men, screen them and 
their references. No charge to you ip 
you want to help the successful app icq 
HINES EXECUTIVE SERVICE, 5355 W. No 
Avenue, Chicago 39, IL. 





SASH & DOOR MILL SUPERVISOR 


13 years’ millwork experience incluc ng 
years Purchasing Agent-Store Manacor, 
~~ Territory Manager, 1!/2 years Hee 
rder Department. Accurate estimating 
pable setting 3 Ry managing mill. Aze } 
Address Box D-24, American Lumberman, Ip 





Position as manager or assistant in arg 
retail yard, or assistant in wholesale 
pany. 20 years’ experience in all phases 
retail lumber, 16 as manager; age 44, 2 yea 
collect, married. Address Box E-24, America 
Lumberman, Inc. 





MANAGER AND SALES EXECUTIVE de: 
new connection in Northern Indiana or Sout 
ern Michigan. Seventeen years’ experience i 
all phases of lumber industry, including ma 
agement, sales, estimating, credits and colle 
tions. Also worked extensively in Real Estai 
design, sales construction and financing. Mu 
tiple operation desirable. Address Box D 

American Lumberman, Inc. 





LUMBERMAN, 20 years’ experience, 10 yea 
as manager of good volume yard. Would co 
sider limited investment. Address Box D 
American Lumberman, Inc. 





LUMBERMAN, 30 years’ sales experience i 
European Lumber Import-Export business s' 
position as assistant superintendent or sim 
work. Reply Box D-58, American Lumberma 
Inc. 





ACCOUNTANT — OFFICE MANAGER 
Twenty years’ experience in lumber—har 
woods and softwoods—thoroughly versed 
all phases office procedure—can assist 
sales—correspondence, quotations, etc. 5 
tled married man with family. Address } 
D-59, American Lumberman, Inc. 





LUMBERMAN thoroughly experienced ima 
facture, concentration and sale of harcwo 
and softwood, with long personal buyer ¢ 
tact, desi ction with well establish 
manufacturer or wholesaler as sales mana 
pace yee gy district representative 
ary, split profit, commission, or some muiudi 
plan. Have established trade, 90 
connections. I have something red 
offer. Prefer central or Southeast territory 
not too particular. Address Box D-60, Ame 
can Lumberman, Inc. 








Manager-Auditor—Available January Ist. © 
twenty years successful record. Can han 
he volume, ca le in all phases of re’ 
or wholesale. Prefer medium sized City Yas 
on profit-sharing plan. Write Box D-44, ‘1m 
ican Lumberman, Inc. 





Wanted position as Manager of lumbe 
builders supply yard. 17 years witl 
yard. Prefer yard in Central or Northern P 
of Ohio. Living quarters must be ava‘ 
Write Box E-25, American Lumberman 





Lumberman—Wholesale or Retail, dive. sil 
experience, supervision, grading, yard crgé 
ization, mechanization, traffic and invent 
control, buying, estimating, promotion 
A-l references. Address Box E-26, Am ‘ti 
Lumberman, Inc. 





Experienced retail yard manager, ac? 
college degree, preven ability. Wishes p¢ 
tion as manager or buyer for a larger | 
Would consider wholesale or import bu: 
Address Box E-27, American Lumberma":, 4 


series 


SILENT 
RUBBER WHEEL 








series 

















Wholesalers all over Re: 
the country are . 
consistently By 
demanding NATIONAL ay 
PACIFIC bevel and ag 
bungalow siding. i 


THERE’S A REASON! 


NATIONAL PACIFIC’S 
painstaking process 
of pre-air seasoning 
before final 
kiln-drying assures 
the choicest redwood 
siding available. 


We know that with a 

Spring rush of 
Redwood Bevel Siding 

just around the 

corner, you'll want to 

schedule your orders 
now. 


Send for free illustrated 
booklet containing 
National Pacific's 

grade classifications. 


& BEVEL AND BUNGALOW SIDING . 

, FINISHED BOARDS ‘¢@ 

TANK STOCK SHOP GRADES ‘@ 
FENCING CASKET STOCK 


PANELLING STADIUM SEATS 
MOULDINGS SHEATHING PICKETS 


NATIONAL PACIFIC Timber Producfis, 


Mailing Address, 7161 Telegraph Road, Los Angeles 22, California 
Sawmill, Smith River, California * Dry Kilns and Planing Mill, Montebello, California 
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No worries about weather, clean appearance or safe *100% Kiln-Dried Direct-From-The-Saw 
irrival with Kinzua Ponderosa Pine. Or for that *Soft, Uniform Texture; Nice Clean Appear- 
natter, any phase of Kinzua production! — 


. E , ' , *Complete Source of Standard Building or 
‘rom harvesting of select timber on Kinzua’s own Specialty Items 


riant tree farm to loading in sealed cars, Kinzua pro- ° Straight or Mixed Cars 
edures assure you lumber products of exceptional 
alue and salability. 


Yne of the first mills, if not the first, to be built with- 
ut a lumber yard, Kinzua stores and loads its lumber 
inder cover, and kiln dries it direct from the saw. 
Cinzua leads, too, with its policy of selling every foot 
f lumber “Quality Guaranteed.” 


f you are not now acquainted with Kinzua products, 
heck with a nearby Kinzua dealer. He will tell you 
hat the modern equipment and methods, the strict 
tandards and quality adhered to in Kinzua produc- 
ion are more than meaningless phrases. They pay off 


‘ ‘ e View in Kinzua’s big dry-warehouse which makes lumber yard 
n Builder Sales and Satisfaction . . . or profits for you. unnecessary. Here is stored rough dry lumber before dressing. 


ALL KINZUA PINE PRODUCTS ARE SOLD "QUALITY GUARANTEED 
FILL YOUR LUMBER NEEDS WITH CONFIDENCE BY SPECIFYING 
Kinzua Pine ON YOUR NEXT ORDER 


KINZUA PINE MILLS CO. 


AILH-DRIEY ; | : KINZUA, OREGON 


MEMBER NATIONAL WOODWORK MERS. ASSN. INC. MEMBER WESTERN PINE ASSOCIATION 
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Flow BOOST YOUR WINDOW PROFITS ccd 
AMERICA’S GREATEST WINDOW BARGAIN 


ONLY 








ca tet 


FINGERTIP CONTROL... 
for a lifetime. Perfectly 
balanced, friction-free 
mechanism operates 
window at the touch of a. 
finger. No adjustments 
ever necessary ... never 
sticks, never ratties! 


EASIEST TO CLEAN... 

Nothing to lift out...no 
sash to remove...no 
gadgets to disengage. 
Simply open wide and 
clean all glass from the 
inside...top sash, too! 


FRESH AIR 
WHILE IT’S RAINING... 


No more running to close 
windows...slanting 


sash keeps rain out when 


window is open. 


WARMER IN WINTER... 
Seals itself shut like the 
door of your refrigerator 
s.-keeps heat in... 
cold out! 


COOLER IN SUMMER... 


Opens widest... scoops 


oir inward and upward 


_»++luxurious ventilation, 
but no drafts! : 


LUDMAN 








“eann 


0K Has @06 THESE IMPORTANT 
FEATURES « THAT IS WHY THEY HELP YOUR 
CONTRACTORS AND BUILDERS SELL HOUSES 


PRACTICAL BEAUTY... 
Narrow horizontal lines 
and graceful tilt of sash 
in every open position 
add distinction to any 
» home... lend themselves 
to a wider variety of ar- 
chitectural arrangements. 


CONCEALED HARDWARE 


No unsafe, unsightly mech- 
anism exposed. Roto-type 
operator does notinterfere 
with drapes, blinds, etc. 


FRESH AIR NITE-VENT... 


Bottom sash opens slightly. 


for night ventilation, 
while upper sash remain 
securely locked ... fresh 
air circulation during 
bad weather, too! 


INTERCHANGEABLE 
SCREENS AND 

STORM SASH... 

Can be handled all from 
the inside without help 
from outside. Just flip 
the clips...no tools 
required. Reduce a 
day’s work to an hour! 


SAFETY LOK... 
Added protection against 
weather and prowlers. 


LEADS 


WOOD WINDOWS 


THE 


AUTOMATIC LOCKING 


PATENTED 


Sdleie/ 


A 3-MINUTE DEMONSTRATION 
WILL CONVINCE YOU... 


no other window gives 





you so many exclusive 
easy-to-demonstrate 
sales-clinching features 





All of the AUTO-LOK features shown 
the left are easy to see in the windo | 
itself...and are easy to demonstrate. 
fact, just a 3-minute demonstration wi 
prove that AUTO-LOK is the first windows 


that combines the best features of all wir 







dow types... the first window that give 
women everything they’ve ever wanted / 
a window, with none of the disadvantage? 
they've put up with in the past. 


“Plo-lo 


IS PRICED TO SELL d 






EU A siais 


ee 
kia ot 


at little more than a good grade of o: di 
nary, old-fashioned windows... yet \/ol 


can't sell a better window at any pricef 


WORL'! 
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|. EQAUSE IT’S THE WINDOW WOMEN WANT MOST! 
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EASIEST WINDOW to Install 
BUILDERS & CONTRACTORS 


[ *" No parts to lose! No hardware 
> assemble and fit into the window! Easy 
o handle...easy to store...easy to 
istall! AUTO-LOK windows are delivered 
o the job completely assembled ... ready 
o be placed in the window opening! 



































AVAILABLE TO DEALERS 
iN | FROM COMPLETE 
(oa: JOBBER STOCKS... 


-udman Corporation is now establishing qual- 

ified jobbers everywhere ...one of these 

obbers will make AUTO-LOK available in 

ATI of your area. If your jobber does not now have 
| 
| 
} 


AUTO-LOK, please write for the name of 
nearest jobber who does handle AUTO-LOK. 





2S 

fe BIG NATIONAL 

~ 4 ADVERTISING CAMPAIGN 

. « plus HARD SELLING DEALER 

| (1) HELPS & PROMOTION | 

aad q All builders, contractors and matic a 
windo) architects in America see the AUTO-LOK cates ~ 
rate. story in their magazines. Direct Mail to go . JHE WINDOW FOR EVERY CLIMATE 





4 
ion a to your customers is ready for you NOW! b 


| . e - th tall windows 
, A Local Newspaper Advertising Mat Service The “eye appeal of ahomecom- — why should ey install window: 
| 


pletely furnished with AUTO-LOK with disadvantages, when... through 


I . 
ann Ppa ns windows is a big “buy appeal” you... they can choose the first 


Counter Cards are ready for you NOW! 













at givel today! Your builders will be quick © and only window specifically engi- 
anted 4 to recognize the sales advantage neered and built to combine the — 
antogd UT THIS Sean Sale of installing AUTO-LOK. In fact, best features of all window types! 
' JEMONSTRATOR O ae Ce ee oe s 
i ey 
| LUDMAN CORPORATION 
\nd watch your window MAIL BOX 4541, DEPT. AL-12B 
ales curve zoom! Write today for full MIAMI, FLORIDA 
nformation on how to get on the THIS GENTLEMEN: 
" 1 am interested in Ludman AUTO-LOK Wood Windows, — send 
\UTO-LOK profits band wagon. literature and name of nearest Ludman AUTO-LOK jobber. 
i NMC... cccccccccccccccccccccccccccccccecesee Title. .cccccccccccccccccccccccce 
| ‘OUR CUSTOMERS WANT THIS 
of oi diy RT a Te 


VINDOW 


our sales force needs this window! And, you 
vill MAKE MORE PROFITS with this window! 


fet Ol 


y pricel 


I osivestcnccnsccccnscdcesssccndusacsiussecescceweswssausbeesesseeseenaute 
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For well over 50 years Northern Woods have been recognized for their high quality. The | 
Northern Lumber Mills are better equipped today than ever before to serve you with well- C 
manufactured, accurately-graded Northern Woods. Consult the firms on this page for your - 


requirements in Northern Woods. 













*+Connor Lor. & Land Co, (Mills: taona, wis.) Sates Marshfield, Wis.  *Ahonen Lumber Co. . . . . . ~~ Ironwood, Mich. 


K. D. & A. D. Hardwoods, Hemlock, W. Pine—Cedar Shingles. North Hard ds, ’ : ine. . Planin 
Posts, Poles—Laytite Rock Maple & Birch Fig.—Dimension stock. Mill—Moders ~y i Bontost. Prowend ag ay veaee, anle 


Hardwood Flooring. 





*+Horner Flooring Co. . . . =. =~. Dollar Bay, Mich. *Copeland Lumber Co. . . . . . . Chicago, Ill. 


MFMA Northern Michigan Hard Maple and Biich Flooring 8 te 
Northern ee Lumber—Custom Kiln Drying san ae. Me menan ae a moms St 
a ae, Se oe Hardwoods, White Pine and Hemlock 
















Schneider Bros. Lumber Co. . . . . Marquette, Mich.  C. M. ChristiansenCo. . . . . . Phelps, Wis. 


‘ An outstanding Wisconsin lumber manufacturer — Hardwood, 
Northern Hardwoods and Hemlock, Hardwood Dimensions. - 
Rough Hardwood Turnings. Hardwood Pallets—any size. Plan- te Pine, Hemlock and Cedar Products. 
ing Pain and Dry Kilns. 


“Wm. Bonifas Lumber CO. (yore, Saen.) Sates Neenah, Wis 


oa . renisco, Mich.’ Office 
tHolt Hardwood Co. 7 . 7 . e Oconto, Wis. Northern Hardwoods, White Pine, 
Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block Modern Dry Kilns. Expert Millwork. 


Herringbone, Parquetry types: all types Heavy Duty Flooring. 









*§ . 
. ' , oodman Lumber Company . . . . . Goodman, Wis. 
+Boehm-Madisen Lumber Co. . . . Milwaukee 3, Wis. Northern Hardwoods, Hemlock, White Pine, Basswood, Hard- 
Mills: Lake Linden, Mich., White Lake, Wis. Mirs. Hardwoods wood Dimension. Planing mill. Dry Kilns. Rotary cut veneers. 
and Hardwood Flooring. EK. D. facilities lable. L.C.L. ship- 
ments kiln dried hardwoods from stock at Thiensville, Wis. 








*Michigan Pole & Tie Co. . . . . Newberry, Mich. 


0 
. : . Northem Hardwood Lumber, Old Faithful Hemlock. NORTH- 
Cadiliac-Soo Lumber Co. . . . Sault Ste. Marie, Mich. ERN WHITE PINE, NORWAY PINE and Piling. Excellent h 
Northern Hardwoods, Hard Maple a Specialty. Hemlock, White Transit Millworking Facilities. 
Pine. Modern Dry Kilns. Facilities for Surfacing. Resawing. etc. Un 





*Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 






® ° ° ‘ * > 
Abbott Fox Lumber Co. . . . . [ron Mountain, Mich. Roddie Lor & Veneer Co, Ltd... Sault Sie: Marie, Ontario, Can. 
Manufacturers and Concentrators of Hardwoods, Hemlock and Compl. stk. N. Hdwds., Hemlock, W. Pine, Cedar Prod., Maple. 
White Pine. Planing Mills. Dry Kilns. Birch, Flg. Hdwd. Ven'r’d Doors. Plywd. Mod. Dry Kiln facil. 









tMember Maple Flooring Mfrs. Assn. *Member Northern Hemlock & Hardwood Mirs. Assn. 
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SM here was no time to stop, see? 
oT She comes running out from 

. behind this parked car right 
der my wheels. Her hair is in pig- 
ls, and with the sun shining on it, 
e might have been my kid. We got 
ir to the hospital. It took 3 pints 
blood to bring her around. All I 
ve to do is remember the sound of 
those screaming tires—and I know 


— > —— ND 








why I’m giving blood.” 

Yes, all kinds of people give blood 
—truck drivers, office workers, sales- 
men. And—for all kinds of reasons. 
But whatever your reason, this you 
can be sure of: Whether your blood 
goes to a local hospital, a combat 
area or for Civil Defense needs—this 
priceless, painless gift will some day 
save an American life! 


Give Blood Now 
CALL YOUR RED CROSS TODAY! 


NATIONAL BLOOD PROGRAM 











BurtpInG Propucts MERCHANDISER 


Business Executives! 


VA Check These Questions! 


If you can answer “‘yes”’ to most 
of them, you—and your com- 
pany—are doing a needed job 
for the National Blood Program. 


od ot CL Ld bo I oo 


Have you given your em- 
loyees time off to make 
lood donations? 


Has your company given 
any recognition to donors? 


Do you have a Blood Do- 
nor Honor Roll in your 
company ? 


Have you arranged to have’ 
a Bloodmobile make regu- 
lar visits? 


Has your management en- 
dorsed the local Blood 


Donor Program? 


Have you informed your 
employees of your com- 
pany’s plan of co-opera- 
tion? 


Was this information 
iven through Plant Bul- 
etin or House Magazine? 


Have you conducted a 
Donor Pledge Campaign 
in your company ? 


Have you set up a list of 
volunteers so that effi- 
cient plans can be made 
for scheduling donors? 


Remember, as long as a single 
pint of blood may mean the dif- 
ference between life and death 
for any American .. . the need 
for blood is urgent! 
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Porches, breezeways and seldom-used areas can become 
warm, sunlit havens during winter's severest months and 
enjoyable, controllably-ventilated private lounging areas 
during summer's searing heat. Areas that sit idle during 
half of the year now can be converted into dens, television 
rooms, children’s play rooms, additional sleeping quarters 
and summertime dining space. The ultimate in design, field 
experience and purchaser demand have been incorporated 
in the CURV-TITE glass jalousie to assure you of correct 
positive weather protection and trouble-free service. Com- 
petitively priced, it is the builder’s innovation for 1953. 


Metal Arts Manufacturing Co., Inc. 
P.O. Box 4144 = Atlanta, Georgia 
Attention: Dept. 400J 


Please forward full information on your CURV-TITE Jalousie 


Name 





Co. Name 





City 








See the PREMIER. 

_ showing of the CURV- 

TITE JALOUSIE at the | 
> deaieniien of the Na- 
tional Association of 
Home Builders, 

Room 628A Conrad Hilton 


Hotel, Chicago, Illinois — Jan- 
- wary 18-22, 1953. 





: 


cake ORR NR RNR RC ET once ONE tt NS 


Silent, insulated, frictionless, finger-tip controllable linkage 
with the balanced floating CURV-TITE glass holders assures 
trouble-free, effortless action under severest weather con 
ditions. Recessed screens are replaceable by storm sash 
from the inside to provide added double glass insulation 

The CURV-TITE glass holder incorporates built-in comp2n 
sating glass variation springs and rear locking springs tlic 
prevent glass rattle. Both the head and sill are weather 
stripped for positive sealing action. : 
Adaptable to all types of installation, it is the builder's 
dream. 


METAL ARTS MFG. CO., ING: 


P. O. BOX 4144 


ATLANTA, GEORGIA) m 
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WANTED 
S/ LES REPRESENTATIVES 
arge | .mber wholesalers with National dis- 


tic and with buying offices in every 
i mber producing area of U.S. and 





janad will grant selling -arrangement in 
grious territories (on attractive commis- 
on | sis) to experienced lumber sales 


prese. atives who would appreciate a profit- 
ble working arrangement with an excellent 
purce { Poses for every species of Western, 
aster Southern lumber at competitive 
ices. ng fully: Box B-37, American Lum- 
prma ne. 


§ .LES REPRESENTATION 
AVAILABLE 


Manu{ -turers’ Representative wants addi- 
onal nes New land area Building Spe- 
altie’ Doors, Windows, Inside Finish. Many 
onta Metropolitan Boston. Address Box 
.46, . merican Lumberman, Inc. 











fanu':cturers’ agents calling on all lumber 
leale in metropolitan New York - northern 
ew  ersey area interested in additional 
ems, building specialties or millwork, on 
ommi:sion basis. Address Box E-28, Ameri- 
fon | .mberman, Inc. 





' WANTED — RAILS 





| RAILS WANTED 
; = weight—Any tonnage 
i H. DYER CO., INC. 


| Bll. A oumate Exch. Bldg., St. Louis 1, Mo le 





[ = MARKET TO PURCHASE relaying rail 
x to : an all classes of railroad equipment 
ch + spikes, bolts, tie plates and rails. 
af, : RANK, Grand Central Palace, New 
or. \/. 





STEEL RAILS 
j Any Quantity—Any Size 
| _ MIDWEST STEEL CORPORATION 
_ 518 Dryden St., Charleston, W. Va. 





LUMBER & DIMENSION 


WANTED 





id-Western producers (Ohio and West) 
ant-d who can supply 15,000 to 20,000 Hard- 
ood Bed Slats per month. Kiln dried timber 
efe:red. Slats 212” width, 13/16’ thickness. 
ear ound business offered by large r 





BUSINESSES FOR SALE 


FOR SALE—Lumber, Building Supplies and 
Fuel Yard in Idaho. Forty years of profitable 
operation. $150,000. 00 annual sales volume. 








er died. Address Box C-42, American 
Lumberman, Inc. 
Two well established lumber yards in Fort 
Worth Area. Grossing better than 2 million 


dollars a year, net $200,000. Sell inventory. 
trucks and machinery. Give long lease on 
Real Estate. Address Box C-48, American 
Lumberman, Inc. 


LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears, all 
sizes, from our plant. 
Millwork Blanks Cut Stock 
Ladder Rails & Parts Mouldings 
Your inquiries answered promptly. 
Al Clements Lumber Co. 
PO Box 908 


Eugene, Oregon 


TWX EG 049 Tele. 5-3317 





OVER 25% NET PROFIT on investment—that's 
the record of this well established NW Mis- 
souri retail lumber yard—now for sale. This 
profit with resident manager: installment fi- 
nancing o ro ae owner retiring—Contact 
STRIEB REALTY umber business special- 
ists) at 210 Westport Road, Kansas City. 
Missouri. 





CALIFORNIA 
BUILDERS SUPPLY MARKET 


Sales $150,000. Has shown steady increase 
each year. Compact, convenient yard, and 
modern well anes store. Large volume 
paint and hardware. Land, buildings and 
equipment, $35,000. Inventory $25,000. Finest 
Southern California climate. Full details to 
qualified buyers interested in immediate pur- 
chase. Address Box D-5l, American L 


When you want straight or mixed cars for 
retail ner or industrial items of Ponderosa 
Pine, Western White Spruce, Fir and Larch, 
etc., also West Coast Fir and Hemlock, 
contact us. Reliable shippers since 1940. 


Forest Products Co. 
Peyton Bldg. Spokane, Wash. 





West Coast Kiln Dried D. F. Industrial Clears 
in all standard rough sizes. All stock shipped 
on guaranteed weights with WCLA —n 
certificate. 


CASCADIAN COMPANY, INC. 
Box 12, Eugene, Oregon, Phone 5-6312 





USED MACHINERY FOR SALE 





man, Inc. 





City ua i in north Iowa. Investment required 
$17 500.00 for sheds and trucks, plus moderate 
inventory. Address Box D-47, American Lum- 
berman, Inc. 





FOR SALE—Retail Lumber Yard—Town_ 600 
Population—Southern Central Kansas—Good 
Farming District—Principally Wheat. Excel- 
lent sy ong for man and wife. Good 
ye sales. x 90 store and stock room— 

feet ol Soaked Sheds. Clean stock 
Lumber, Hardware, Furniture, Paint, Electric 
Appliances. Priced to sell. Address Box D-48, 
American Lumberman, Inc. 





For Sale: Lumber yard in a large farming 
territory in North Central Kansas. Also a new 
1 ie. Address Box D-49, American Lum- 
berman. Inc. 





Peetiaiite Retail Sash ‘s- Bn Seatanee with 
eement 





to 


ble distributor. An excellent fill-in for som» 
pod er. Especially advantageous to plant 

viriy an abundance of narrow lumber avail- 
ble Reply Box E-29, American Lumberman, 
nc, 





BJSINESS OPPORTUNITIES 


Wan d: Professional counsel and advice on 





the problems of yard and store layout in a 
»w etail lumber and building products 
perc on about to be established in Middle 


West. Please send full information to Box 
-26, \merican Lumberman, Inc. 


SUSINESSES FOR SALE 


dlifenia box factory, planing mill and 
oul: ng mill ideally located in San Joaquin 
alle All year operation with remanufac- 
"ng and warehousing facilities. Excellent 
ryin’ weather. Modern main buildings of 
B,000 square feet. Mostly new equipment. 
wen y acre area. Write Box C-50, Amer- 
an umberman, Inc. 











ale Lease established lumber yard near 
an ‘ego. Gross 150,090—Paint, Hardware, 
bade, 2 trucks. H. Hagmes, 5086 Guava, 
a M-sa, California. 





Sm 
-~ 


_ a yey Dertenee in West- 
ontana ood plant, stock and equi 
ent. Address Box E-30, American lees. 


cn, inc, 


NCI 


IRGIA 





FOR SALE 
*tail yard in Eastern Illinois. 
wn of 3000 population. Doing 
mles south of Chicago. Ad 
méerican Lumberman, Inc. 


Only yard in 
ood business. 
ess Box E-31, 


PUILDING Propucts MERCHANDISER 


necessary machinery ny * ge Bs 

Seestiens locafion on active business street 

City. Investment mod- 

Millwork Estimator 

confidential. Address 
an, Inc. 


a good 
oie Terms to a 
and Draftsman. Rep 
Box D-32, American 





PROMPT SHIPMENT 





WE ARE CHANGING TO A 60x60’ CARRIER 
and Lift Truck package. and have the follow- 
ing 54x54" equipment for sale: 


Two Series 70 Model 6657 Ross Straddle 
Carriers, 54x54‘’, each with operator’s cab 
and steering wheel guards and F-6209 Con- 
tinental motor; and Two Model 16 HT Ross 
Lift Trucks with 24’ lift, 54°’ forks, adjust- 
able ——— carriage, operator's guard 
with all st ard equipment otherwise 
added. Models 1948 to 1950. 
Machines in splendid shape—now being used 
regularly, available because of our switching 
of stacking package standards. 
HUSS LUMBER COMPANY 
2301 N. Racine Avenue, Chicago 14, Illinois 





16 ft. Erie 100 h.p. steam boiler, and 100 h.p. 
Shinner, steam engine. SHAWNEE PEANUT 
CoO., SHAWNEE, O 





Drum Sander, Columbia #2, 43°, 
H.P. motor, “V’’ Belt ay 3 H.P. 
tor, 220 volt: Price $1050. 

Yates #255 Power Feed ne 
220 volt motor: Price $425. 


JAKOBE LUMBER co. 
M ato,. Minn. 


3 drum 15 
Feed Mo- 


Saw with 15 H.P. 





FOR SALE: 40 new dry kiln trucks, 20 each 
4 and 6 feet. Mighty Midget Co., 1481 Park- 
way, Alliance, Ohio. 





Building Paper (36”—500 sq. it.) 


King Nails B 1 enin 
ys Fag ao S lenieee a » 


Siding Corners (including 4%, a 
Aluminum Nails (in boxes or bulk) 
Joist Hangers 

Cross Bridging 


Flashing Shingles 
Tel-o-posts 


Wall Ties 
Area Walls 


HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Ill. 





MISCELLANEOUS—FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO., Inc. 
Minnecpolis, Minn. 





Advertising Yardsticks 


Basswood, 2-color. / rice 1-color. 
Also Paint aa te shigunent. 


R. J. ceneene co 
491 Stevens St.. Geneva, Ill. 


REBUILT 
FORK LIFT TRUCKS 


Gerlinger Model PH 962-130 
Capacity 18,000 lbs. 

Lift 14 ft. 2 in. 

Cab — Wonderful Power. 


Gerlinger Model PH 962-130 
Capacity 18,000 lbs. 
Lift 17 ft. 6 in. — 16 months old 


Hyster 150 
Capacity 15,000 lbs. 
Lift 17 ft. 6 in. — Completely Rebuilt 


Four Wheel Drive 

Fork Lift Truck 

Capacity — lbs. 

Lift 9 ft. 4 in. — Excellent Traction 


Ross HT 19 
Capacity 6,000 lbs. 
Lift 10 ft. — Ideal for small loads 


Ross Carrier 

Model 7056 

Capacity 15,000 lbs. 

Package Size 48W-54 in. H. 
Swing Shoe — Good Condition. 


Terms: Cash or Time 
Every truck guaranteed. 


HARVARD EQUIPMENT CoO., INC. 
295 Cambridge St., 

Allston 34, Mass. 

Phone: Stadium, 2-0826 
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On the night before New Year’s eve, all through the city, it’s so 
noisy we can hardly hear ourselves drink. 
xk * 
The undertaker wired the man: “Your mother-in- 
law just died. Shall 1 bury, embalm or cremate her?” 
The man replied: “All three—take no chances!” 
x 2 WF 
Have you ever noticed—most men look their 
row of a burlesque show? 


best in the front 


x * 

These days, the trouble with the household budget 
lies in the fact that there’s usually too much month 
left over at the end of the money. 

x *k * 
The girl with the flashy figure doesn’t worry about getting ahead 
-because she doesn’t need one. 

x *k * 

Which reminds us of the Hollywood celebrity who 
recently said she was just tickled to win a motion 
picture contract. Just tickled? Hollywood has 
changed. xk* rk 

“My mother-in-law is helping me out with my income tax.” 
“She’s an accountant?” 
“Naw, she’s a dependent.” 

x *k * 

The MAUK Lumber Co. specializes in 
supply—does not sell retail. 

Because of such specialization we offer top service 
in the wholesale field. We check every source for the 
finest growth, the best milling, the fairest price. 

Whatever value is best in the entire northwest 
(and British Columbia, too) is yours through MAUK. 
The vast facilities of a fifty year old firm, a firm that 

are all available to 


wholesale 


specializes in wholesale service, 
you. 
Do business with confidence. Do business with 
VAUK. 
x *k * 


Simple Celia says a wolf is a man who wants to play house— 
but without dishes. xk *k k 
They say that out in New Mexico two Indians were 
sending up smoke signals at the time the first atom 
bomb exploded near Los Alamos. 
They watched the huge mushroom shaped cloud 
shoot up. Then one Indian sighed to the other, “Gee, 
l wish I'd said that!” 
x *k * 
and the man at the party refused 
more for me, thanks,” he said. “My wife 
home, and you know how dangerous that is.” 
x *& * 
Do You Know What Dep't: 
Do you know what a little boy is? A whys-guy. 
Do you know what an adolescent girl is? A voice 
that’s changed from no to yes. 
Do you know what a good buy is? 
Co. products. 


MAUK Seatile Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo 4, Ohio 


It was New Year's eve 
another drink. “No 
might have to drive 


WVAUK Lumber 
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remodel 
with 

Beautiful 

wall tiles 


ERMAK plastic wall tiles put new beauty in any 
room. Ideal for remodeling your kitchen, bath 
room or playroom, their sparkling beauty stays 
lustrous . . . resists grease, dirt or moisture. Wide 
selection of rich plain or marbelized colors meets 
any decorative scheme. 


ECONOMICAL: The beauty of low cost Cermak tiles is permanent 
They will not chip, peel or craze. Periodic redecorating is 
eliminated. 

EASY INSTALLATION: Light in weight, they can be installed ove: 
any sound, smooth, clean, dry surface. Installation is so easy you 
can do it yourself. 

EASY TO CLEAN: With Cermak walls you never have to worry) 
about fingerprints, splatters or stains; just wipe clean with a 
damp cloth. 


It will pay you to become a Cermak Dealer, 
write or call today! 


Cermak , 


— CERMAK TILE COMPANY, INC. } 


Cleveland 29 onic t 














4901 Brookpark Road 



































The World's Finest 
Bar None 





NORTHERN HARD MAPLE, BIRCH AND OAK 


IN CARTONS AND IN UNIT LOADS 


~ CONNO *LByT \TE. 7 


| PACKAGED FLOORNG 


Unioading Time 3 to 4 Man Hours 
The new Connor Unit load is unloaded with a 
fork lift truck in 3 to 4 man hours compared 
with 16 man hours the old hard way. The 
Unit Load is composed of regular wire tied 
bundles approximately 8’ long, 39” wide and 
23” high. A car will contain as much as 
easy inventory 26,000’. Each unit is tallied in quadruplicate 
carton labeled for © a kD », and is frequently loaded out to house jobs 
Also “Stuc Own without breaking unit. You can unload by 
hand if fork lift is not available. 


Each 
Pattern Flooring 

Connor Laytite Flooring in cartons has an entirely new appeal. Retail customers are attracted by the cartons 
and the fact that the price can be marked on the corton and customers can easily figure cost of entire job. 


NORTHERN HARDWOOD LUMBER—KD OR AD IN MIXED CARS. 


are t a c Ae ri 


P.O. Box112-T - o - Telephone 3 3 or 418 '* Teletype—Marshfield No. 26 
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